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housands of America's foremost shoe 


dealers sell Red Goose shoes. These dealers 





2 have won the trust of their customers and 
attained their success by insisting on wear-worthy 

quality, perfect fit and comfort and careful styling in the shoes 
they sell. In Red Goose shoes for boys and girls, they recognize 


a product they can confidently recommend and profitably sell. 


RED GOOSE SHOES 


DIVISION: INTERNATIONAL SHOE COMPANY « SAINT LOUIS 
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Red Geese cational advertising is steadily at 
work building comsumer acceptance ameng the 
mothers of teday and consumer awareness among 
the mothers of tomorrow. 
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Right day and night—for 
little afternoons and big 
evenings .. . for all sea- 
sons, all purposes, all oc- 
casions . . . shoes styled in 
Tandrite Calf are fashion- 
able and functional. 


For only Calfskin . . . of 
Tandrite character... 
assures Style fused with 
stamina... Fit teamed with 
staying power... Beauty 
undimmed by long wear. 










Tandrite is synonymous 
with finest Quality calf- 
skin . .. its exclusive tan- 
ning techniques produce 
that peerless Color and 
Finish. 





E. HUBSCHMAN & SONS, IM. 


PHILADELPHIA. ‘ 
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The dealers who feature Vitality shoes look to the 
future with confidence, because of the consistent 
advertising with which Vitality builds ever greater 


customer acceptance of its fine footwear. 


Make it a homefront fight — 
by buying War Bonds 


OTE: cents 
* | 3 


Made ty -bonericas Largest Shoemakers 


VITALITY SHOE COMPANY-—Division of International Shoe Co.—ST. LOUIS, MISSOURI 
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SMARTEST SHOES ON THE SQUARE 


&| 
sf 
| 
t4 
ni 


x 
< 


New and dynamic things are promised in the future of locomotion. 
Shoes may not go so far but be assured that JOHNSONIANS, "The 
Smartest Shoes on the Square”, will keep pace with progress so that 
American men can walk the paths of peace the world over. 

Merchants will find opportunity to fit their stores into the pattern of 
full distribution—for selling is of supreme importance if we are to have 
full production and full employment. 

American men will have a capacity for buying more and better shoes 
—made possible by the JOHNSONIAN organization, which is stream- 
lined for efficiency from the tanner to the shoemaker to the distributive 
system that insures prompt delivery of the product to the point-of-sale. 
Meanwhile, the spirit of cooperative service gives you the best available 
supply, in keeping with the wartime requirements of share-and-share 
alike. 

So serve and fit JOHNSONIANS, to keep American men up to the 
mark set by War Duty, everywhere. 
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ENDICOTT-JOHNSON SHOE CORP. ’ FYTRAB Ht 
NEW YORK CITY © ENDICOTT, N.Y. °® ST. LOUIS, MO. 
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icnistiuse different patented features 
guarantee the fit and construction of Para- 
dise Shoes--make them extremely desir- 
able to your customers. Here are a few of 
the exclusive Paradise patents: 


The famous no-pinch instep of Paradise 
Tango Pumps. The Cush-Vac-Non-Slip, the 
vacuum cushion.feature that gently pre- 
vents slipping. The slenderizing heel mark 
that produces a dainty, shapely appear- 
ance for the ankle. 


And remember, there's a Paradise Shoe for 


aradise Shoes 
MAKE GOOD! 


every occasion! Here, in this one complete 
family of shoes, you can meet all the 
needs of every customer! 

No wonder there's such a high percentage 
of wrap-ups in stores featuring Paradise 
Shoes! 


PARADISE SHOES are advertised every 
month in Ladies’ Home Journal and 
Women’s Home Companion, and are fea- 
tured regularly in Vogue, Harper's Bazaar, 
Mademoiselle, and Glamour. 
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SOLID GROUND FOR YOU 
POSTWAR PLANNING 
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aR the new Order 


of life after victory is won, 
you can be sure the Sreater 
Part of your POStwar trade 
will want shoes Of superior 
quality, branded With a 
maker's name in which 
complete Confidence jz 
long and firmly established 
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@ The answer is FAST—if they're told the facts! 
Here’s an example: 

We've known, and dealers have known, that 
these modern composition soles are good soles. 
But, they've been hard to move in some instances. 
’sequally true that they must be sold. The trouble 
has been —a very human, male prejudice against 
something new. 

Walk-Over believed that the prejudice against 
these soles could be overcome . . . that if the man- 
with-a-ration-coupon-in-his-hand was told of the 
definite advantages of these soles, sales would fol- 
low. So, we named them COMBAT SOLES, sum- 
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Prices $8.95 —$10.95 








How quick does the public learn? 


 WALK-OVER 





marized their advantages in seven, believable, 
salable points, and then followed up with a hard- 
hitting campaign which is going forward right now 
in such national magazines as Life, Collier’s, Es- 
quire. The result is that customers have been 
pre-sold and actually ask for Combat Soles! 


As usual, when merchandising or selling prob- 
lems arise, Walk-Over dealers get solid help and 
backing from the Keith Company. That’s the kind 
of service Walk-Over dealers all over the world 
have been getting for the past 70 years, and the 
kind they'll continue to have. Get in step, write to 
us now about a postwar dealership! 
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Keith Highlanders $13.95 


GEO. E. KEITH COMPANY, BROCKTON 63, MASS. 
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WHEN WE GO 


Sometime the war will end (we hope 
darn soon) and business will go back / 
to its normal job of serving... 
our salesmen toc can get 
back in the groove with sample 
cases and quantity instead 
of brief cases and quotas ... and we 
can supply all of you sufficiently 
with College Hill Sports that have 
kept a steadfast following through 
the bright days and the dark. 
In the meantime we've got great plans 
up our sleeve and working to hasten 


the day we can bring them into play. 
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Stetson’s men's shoes, $10.95 
and up. The OLD MASTER 
(shown) is priced of $13.95. 
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You can set this down for a fact 










There are no short cuts to quality at Stetson. We have always 





made fine shoes carefully, painstakingly — the craftsman’s way. 
We still do. 
Increased orders for officers’ Stetsons since Pearl Harbor 






have made us even more particular to maintain the distinguished 





styling and dependable wearing qualities of Stetson shoes. 






Although civilian stocks are low, we hope that Stetson cus- 






tomers will find their sizes — as well as styles and leathers to 






their liking — at their usual stores. THE STETSON SHOE 







Company, INC. South Weymouth 90, Massachusetts. 


_STETSON SHOES | 


“More by the Pair, Less by the Year”—— 
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Preserve the Beauty and Utility of Closed-Toe Styles 
with Celastic 
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Crzastic is a solution-sof- 
tened box toe material that 
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conforms to the exact con- 


tour of the last over which 


the shoe is made. 
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Celastic is also an important 
element in preserving the 


wear-life of useful footwear 





...a toe that holds its own 


=< - 


4 Saens bvalgt ia ZS; 
© Mr ett. ces. & 


through every exacting use. 


osdrstdd 


roe) ee 


fas 
ee eee 


See ts F, 


hae hed. 
Ewe 2 98 ft ee ate 


ir 


ip 


oe Se 


+ ne 
Pe 


= 
Pa 
ue. Ae 








Bett gg th ta tres 


ey ER I om tO fo hee nt en er er the OP 


eg 
<7 











Seba ahaa ureing 


J 
_ 


THE QUALITY 
BOX TOE 
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UNITED SHOE MACHINERY CORPORATION boston, massacuuserts 
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FAUST 
OPERA SLIPPER 
In Sizes 6 to I! 
7 to 12 E Width 
€ ; 
“BB OVERNMENT restrictions have \) a 
curbed general production of Men’s ‘= 
Slippers 
CAVALIER SLIPPER 
here is that opportunity to fill the many In Sizes 6 to 1! 
requests you have had in recent months, aati bel 
and Well-Built Shoemakers openly chal- 
lenge the industry to produce a slipper as 
good in quality and workmanship—for 
the money. 
STORY IN 36 PAIR CASE 
BUY. LOTS ONLY 
pons * * *” * * * 
STAMPS 
— 
WELL-BUILT SHOE 
MILFORD « MASS °* 
“a oo Sample Pair Orders Will Not Be Honored 
DS 
{USETTS 
Lecorder March 1, 1944 Tt 






















See lle you 


UNDER MY WING 


ALP a ale © yao 


...a nice place to be today, as a lot of 
juvenile shoe dealers will agree! For, under 
this “wing”, continues quality as fine as 


conditions permit ... real dollar-for-dollar value. 





And from here pours an unremitting flow of 


merchandising help, effective national advertising, 












personal guidance when it’s needed most. 
But, we'd like to sit down and give you the whole 
story. One of us is likely to be in your 


locality right now. How about it? Drop us y, a 


a line; name a time. We'll be there. A 











ROBERTS, JOHNSON & RAND 
Div. of International Shoe Co St. Lowis, 3 G 


Boot and Shoe Recorder 





People are talking about the 
CARTOONS in the new Post 


ARTOONS, in greatly increased numbers, are 
scattered generously through every issue of 
the new Post. So many, in fact, that the Post now 
publishes more cartoons than any other general 
magazine. 

People are saying these sparkling, laugh-pro- 
voking cartoon classics are just what the doctor 
ordered to bring pleasure and relief to a nation 
that loves to laugh—and can laugh, even in the 

face of war and taxes. 

Post editors search the field of humor...leave 
no stone unturned to bring to Post millions 
the loudest laugh and the warmest chuckle. 

And whether it’s the ringleader of the 
comedy pack... that lovable little tike— 

Little Lulu...or the work of a hundred 

other famous fun-makers of the pen and 

brush .. . Post millions know that in humor 

—as in mystery, fiction, war articles, poli- 

tics, business—the best things naturally 
come first to the new Post. 





“H the 

tion~and game, the ice, Mr, 
~ the hike we'd planned far nnn” disposi_ 
, . ; afternoon! 


Great CARTOONS naturally come fo... THE SATURDAY EVENING POST 
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To help meet the 
urgent call of a 
nation at wars 
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Thirty years ago we were interested in helping 
our Customers get more wear from their rubber 
footwear. Last year, 1943, we ran extensive 
advertisements... modernized of course... still 
telling the same story. Today we believe this 
story is more important than ever before. We 
believe there is a moral to this; Ball-Band Foot- 
wear, down through the years, has meant much 
more than just another item to sell. Ball-Band 
Footwear . . . to millions and millions of Amer- 












MISHAWAKA RUBBER & WOOLEN MFG. CO. 
MISHAWAKA, INDIANA 


BALL-BAND FOOTWEAR 


RUBBER—LEATHER—CANVAS—KNITTED & FELT 


BUY MORE WAR BONDS 


YEAR OLD AD 


Sound 

















“THOUGHTLESS 
TREATMENT 
OFTEN RUINS 
GOOD RUBBER 
FOOTWEAR” 











Ball-Band advertisement reprinted 
from Farm Journal, December, 1914 






icans has come to mean THE footwear with a 
REPUTATION! After they have purchased 
Ball-Band footwear ... they know that YOUR 
interest and OUR interest still goes on. Even 
after another 30 years from now, the Ball-Band 
Company will still be interested in customers 
getting MORE and MORE wear from Ball-Band 
Footwear... will continue to maintain its 
REPUTATION for higher quality, longer 
wear, greater satisfaction. 
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By UNITED LAST COMPANY 













































































Both styles are made in Men’s and Women’s sizes and 
are produced entirely from non-restricted materials. 
Now in stock in all standard sizes and widths and in the 
following colors:— 


No. 1—Highly polished 
Men’s 


f No. 1—“Pastel” blue or polished 
light mahogany Women’s light mahogany 
No. 3—Oriental “Mandarin” red or 
highly polished light mahogany No. 3—“Pastel” blue 
These shoe trees are attractively 


priced for profitable consumer sale. 


UNITED LAST COMPANY 


MARBRIDGE BUILDING ROOM 503, 47 WEST 34th STREET, NEW YORK 1, N. Y- 
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The day s have gone when a man had to dress 
conservatively and be uncomfortable for our Men's 
GANGWAY awakened the average American to the 
fact that he could afford the luxury of PLAYSHOE 
glamour combined with the greatest comfort ever 
given by any men's shoe. 

A MILLION satisfied customers have learned the 
comfort and wearing qualities of the GANGWAY 
for indoor, outdoor and the all important utility 
wear, year in and year out. Further evidence of 
its success lies in the fact that they specify the 
GANGWAY on repeat sales—for they want no other 
pattern or construction—but the GANGWAY. 








order 
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Cambridge ORIGINALS 


Cambridge .vsece comeany: 


CAMBRIDGE-MASSACHUSETTS 





WHY BUY A COPY... WHEN 
YOU CAN GET AN ORIGINAL? 













The CRUISER, a striking novelty 
pattern of the past season has be- 
come an institution, combining PLAY 
and LEISURE wear with the all im- 
portant UTILITARIAN needs of today. 

MILLIONS of American women are 
wearing them today — they can't all 
be wrong! 
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As smart as your favorite plaid—as rugged as a Scottish moor— jf sith 

Winthrop’s Glen Scotch Grain is the leather for style-wise men Se lacas 
of action. Glen Grain Leather — a new Winthrop “exclusive”— 
is just one more proof that Winthrop’s “in there pitching” 
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—complying in every way with M-217, but maintaining 
its hard-won place as style leader. 
Priced to Retail at 
$550 o $gso $450 to $550 


(Some Higher) Sizes 1 to 6 
WINTHROP SHOES WINTHROP JRS. 
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WINTHROP SHOE COMPANY, Division of International Shoe Company, SAINT 
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UNCLE SAM’S FIGHTING MEN— 
are well shod 


Our military leaders, appreciating the importance of intelligently 
designed footwear, have endeavored to equip our fighting forces with 
the most serviceable types possible. 


A Booklet illustrating types of military foot- 
wear from 1861 to date, sent on request. 


UNITED SHOE MACHINERY CORPORATION 


140 FEDERAL STREET, BOSTON 10, MASSACHUSETTS 
_————— 
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“Excuse my not wrapping your Bundle— 


but the Army needs the paper to wrap 


those Invasion Guns in 


ee 


To Get More Paper For... 


Blueprints for battleships 
“K” ration containers 
Signal Corps radio sets 
Containers for shells 

Gas mask canisters 
Disposable gun covers 
V-mail envelopes 


Blood plasma boxes 
a) 


Use Less Paper These Ways 


Group wrap wherever possible. 


Mark all delivery boxes and 
bags “Handle with care, you 
can use it again.”’ 


Eliminate all double wrap- 
pings. Don’t wrap boxed 
goods. 


Carefully instruct clerks in the 
meaning of the campaign so 
they can do a selling job on 
the customers. 





!?? 


You bet the Army needs paper. Practically every sin- 
gle item of the more than 700,000 different kinds shipped 
to our troops overseas is protected from dirt and weather 


by paper. 
So it’s up to every retailer in America to do just what this 
patriot is doing—help save paper. 


And what’s the best way to save paper? 


Why, just sell your customers on carrying boxed and 
bottled goods home without unnecessary extra wrapping. 
From tooth paste or hair tonic to corn flakes or canned 
peaches, you as a retailer know how many items in your 
stock the customer can carry safely without your usual 


peace-time counter wrapping. 


Each a small saving of paper! Yes, but multiplied by 
thousands of similar paper conservation efforts in every 


town in the country—a terrific contribution to victory. 


If the retailers in your community haven't organized a 
Paper Conservation Committee to work out paper-saving 


ideas, why not get busy and start one now? 


This advertisement prepared under the auspices _ 
of the War Advertising Council in co-operation ~ 
with the Office of War Information and the War | 


Production Board. 


LET'S ALL USE LESS PAPER 
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WHEN Quaziry COUNTS MOST. 


MEN COUNT ON 


Today, there’s no “second guessing” to 
shoe buying; the pair a man buys must 
be right—in fit, finish, workmanship, and 
materials. That’s why more and more 
rationed buyers are asking for Florsheim 
Shoes; they want the one pair they can 
buy to be the finest pair they can own. 


The DEARBORN 


Most Styles 


ro RETAIL, SO 50 and JS; // 


Florsheim 


THE FLORSHEIM SHOE COMPANY ¢ CHICAGO ¢ MAKERS OF FINE SHOES FOR MEN AND WOMEN 


24 
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Voice of the Trade 

Summer Styles in Casual Mood 

Two Sides to Next Season’s Shoe Picture 
A Spring Style Program 

Washington Newsreel 

Retailers, Prepare Now! 

Scranton—A Town That Can Take It 
Editor’s Outlook 

Retail Review 

Wearability Features Children’s Shoes 
Recorver Reports on Washington 
Manufacturing and Markets 

Industry Asks Better Break on Sole Leather 


Shoe News 
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“PRAISE THE LORD and pass the 
sales along” — writes a midwest 
sales manager: 

“J find the dealers of America 
did the poorest kind of promotion 
on ‘COMMANDO?’ soles (black com- 
position or rubber sole shoes). Now 
they have all the ‘Commando’ soles 
in stock and are out of the leather 
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soles that were mostly all shoulders 
or necks or bellies anyway. Hasn’t 
the Lord been good to the shoe in- 
dustry in having this extremely dry 
and open Winter? Boy, oh boy, if 
we would have had snow and slush 
would the men of America have 
squawked — and with a perfect 
right.” 


. * . 


ANOTHER sales manager writes: 

“What you say about composi- 
tion soles is absolutely true. These 
retailers simply have lost their 
sales ability, because sales on 
leather soles have been coming too 
easy, and they little realize that 
they are selling themselves out of 
business when they refuse to put a 
bit of selling technique or plain 
salesmanship back of the sale of 

with a new plastic sole. 

“We run into this almost every 
day. Our salesmen are beginning 
to dent the market some, but to a 
certain degree we cannot be too 
critical because many of the early 
composition soles and plastics that 
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came out were very, very unsatis- 

factory and many of these mer- 

chants who will not accept them had 

difficulty with the manufacturer who 

has refused to stand back of them.” 
. 


» * 


L. E. LANGSTON, executive vice- 
president of the National Shoe Re- 
tailers Association, said it in June, 
*43, and what he said then is equal- 
ly as effective in March, "44. In 
fact, he puts double emphasis upon 
it—that now is the time for mer- 
chants to mention the merits of 
merchandise sold over the fitting 
stool and to forget the alibi ap- 
proach: 

“It is a matter of common knowl- 
edge that supplies of sole leather 
for civilian use have been sharply 
reduced. For many manufacturers 
inability to get sufficient soles is 
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the key factor in limiting produc- 
tion. However, in explaining the 
situatiun to the public the shoe in- 
dustry seems to have gone all out 
in self-depreciation, in belittling its 
product and stressing the reasons 
for possible inferiority. Little or no 
consideration has been given to the 
many reasons which have made pos- 
sible the maintenance of quality. 
While the tendency to deplore the 
inferior quality of soles stems from 
certain facts, it has been carried to 
an extreme not justified by the facts 
and ultimately can be highly mis- 
leading to consumers. Shoe retail- 


ers and manufacturers should stop 
to reappraise the factors which de- 
termine available supplies and couch 
their explanation to consumers in 
a vein which will do justice to the 
industry and its product.” 

. ” . 


M. J. LEUMAS, district shoe ra- 


tioning officer of New Orleans, was 
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literally set back on his heels re- 
cently when an irate woman phoned 
OPA to complain that “a woman in 


.my neighborhood is selling loose 


shoe stamps above the ceiling 
price!” Mr. Leumas attempted to 
explain that a “ceiling price” om 
loose stamps was something un- 
dreamed of in OPA philosophy; 
that there were not supposed to be 
any loose shoe stamps except those 
sent through mails and further that 
a ceiling price on something that 
didn’t exist was out of the question. 

“Well, nevertheless,” said the 
considerably upset woman, “I have 
never paid over 50c. for a stamp 
and this woman is selling them for 
$3.00.” Needless to say, Mr. Leu- 
mas took names and addresses and 
OPA investigators were dispatched 
to investigate the “little ceiling that 


wasn’t there.” 
* . 7. 


WHERE are the film femmes going 
to get all those changes of shoes 
they used to wear in pictures? The 
answer is: they’re not! Because 
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henceforth, if they don’t want to 
take old and refurbished footwear 
out of the wardrobe department, 
they’re going to have to use their 
own ration tickets and their own 
slippers. The studios themselves 
have no coupons, as of this date. 
That’s what Dorothy Lamour, 
Betty Hutton, Diana Lynn and Mimi 
Chandler discovered when they were 
about to go to work as a sister team 
in Paramount’s “And the Angels 
Sing.” Between them, they wear 53 
wardrobe changes made out of non- 
priority materials. But there are no 
more non-priority materials in those 


things you wear on your feet. 
* * * 


W. W. STEPHENSON, executive 
vice-president of the National Boot 
and Shoe Manufacturers’ Associa- 
tion, opens a campaign to offset 
unfavorable shoe publicity, saying: 

“During the past six months 
much unfavorable and unjustified 
criticism regarding the quality of 
footwear (particularly soles) has 
been directed toward the shoe in- 
dustry. Unfortunately, instead of 








the industry being credited with thé 
fine job which it has done on treated 
soles and for its ingenuity and re- 
sourcefulness in providing consum- 
ers with even better shoes than cur- 
rent conditions warrant, it is being 
severely criticized for what certain 
professorial theorists believe it has 
failed to do. Needless to say, such 
statements have a very adverse and 
ill effect on consumers as well as 
the industry. 

“IT IS TIME TO CRUSADE 
FOR QUALITY! IT IS TIME TO 
CRUSADE FOR THE MANY 
FINE ACCOMPLISHMENTS OF 


THE INDUSTRY. MAY WE HAVE 
YOUR HELP?” 

= 7” * 
AT the “Economic Future of 


Women” meeting which was held 
in New York; and which was the 
first of a series on the general theme 
“America Plans and Dreams,” the 
discussion was opened by Miss 
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—Willie is our office boy. 

—He hasn't been with us long—just 
two weeks in fact—but we accord 
Willie every respect, considera- 
tion, etc. 

—We want Willie to feel well, as 
office boys are hard to get these 
days, so we give him Vitamin pills, 
B. Complex, C. Simplex and D. 
Reflex—in order to avoid colds, 

. flu and such like. 

—Willie isn't a director of the com- 
pany yet, but we allow him all 
the privileges pertaining thereto. 

—We could easily dispense with a 
Vice-President or two—in fact 
V.P.'s are a drug on the mar- 
Ue 6:00 

—But Willie isn't. 

—At a recent Directors’ meeting, 
one of our V.P.'s suggested that 
we find out Willie's birthday and 
celebrate it accordingly. 

—So when Willie comes in that 
morning, we are all going to 
stand up and sing “Happy Birth- 
day to You” — providing, of 
course, he's still with us. 


FU6 Tbe 


President 





Mary Anderson, director of the 
Women’s Bureau of the Department 
of Labor. 

Miss Anderson noted that more 
than 16,000,000 women are now at 
work, and it is estimated that this 
total will rise to 17,400,000 by next 
July. She said this compared with 
11,000,000 women employed in 
1940, and. an additional 2,500,000 
who were in search of employment 
then. 

“There is no reason to assume 
that this number of women will not 
need their jobs after the war,” Miss 
Anderson said. “In fact, it is prob- 
able that in the post-war period 
around 15,000,000 women will want 
to continue working. . . . Let us not 
have a defeatist attitude toward the 





future. A nation that can produce 
full employment in wartime can pro. 
vide full employment in peacetime. 
If all of our resources can be di- 
verted to weapons of destruction, 
surely when peace comes they can 
be diverted to food and clothing 
and shelter, to education, to recrea- 
tion and the other essentials of a 
fuller life for all of our people.” 

Mrs. Warwick Hobart, adviser to 
the director of civilian employment, 
Office of the Secretary of War con- 
tended that employers will be anx. 
ious to retain women who have 
shown abilities superior to those of 
men in a number of fields of activ. 
ity, particularly those in the indus- 
trial field involving precision, exact- 
ness and delicacy of work. She de- 
clared that many of these jobs were 
in industries in which women were 
not employed before the war, and 
continued: 

“More women will be found in 
the areas of engineering, physics, 
chemistry, banking, accounting and 
selling. More women, also, will ven- 





ture into the field of business on 
their own and take the risks of the 
capitalistic system for getting 
profits.” 


7 J * 


A Silver Beaver award for distin- 
guished service to boyhood has 
been conferred upon B. Harrison 
Cort (of the Stacy-Adams Co., 
Brockton, Mass.). His nomination 
was made by the Squanto Council 
of the Brockton, Mass., district and 
was approved by the Executive 
Board of the National Council of 
Boy Scouts of America. 

It is by such activities that such 
men as General Joseph W. Byron, 
now head of the Post Exchange, and 
Vincent L. Hershey, Consultant to 
WPB, achieved the same honor for 
a lifetime of work in behalf of the 
Boy Scout movement. 

They are proud bearers of the 
Silver Beaver because it marks 
them as men who have contributed 
to the progress of the land. 
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HON. HARRY S. TRUMAN, Sena- 
tor from Missouri, before the 
N.R.D.G.A. Association, said: 

“We are doing what we can to 
encourage industry and Govern- 
ment agencies to remove or mini- 
mize obstacles that would otherwise 
retard reconversion. Many of the 
problems will affect retail stores. 
Principally, of course, it is very im- 
portant to retail stores that there be 
no period of widespread unemploy- 
ment after the reduction of war 
production and before the resump- 
tion of full-scale civilian produc- 
tion. 








“Even if this can be prevented, 
many retail stores will face diffi- 
culties by reason of the shift in 
population. Millions of persons 
have moved to defense communi- 
ties. Many and perhaps most of 
these will move back. 

“Retail stores will also have to 
give special attention to their in- 
ventories. In many instances, the 
merchandise which you have now, 
although good merchandise, is not 
equal to the quality that you fur- 
nished to the public before the war. 
In some cases where strategic ma- 
terials and metals were formerly 
used, the merchandise you are buy- 
ing now is made of substitutes 
which the public only accepts be- 
cause there is no alternative. Fur- 
thermore, it has been manufac- 
tured in wartime at somewhat 
greater costs than those prevailing 
in peacetime. Also, during the war 
we have evolved new processes for 
manufacturing old materials, and 
have constructed facilities for pro- 
ducing large quantities of materials 
which were formerly too expensive 
for widespread use. Consequently, 
it is certain that after the war there 
will be new lines of merchandise 
with which some standard merchan- 
dise will be unable to compete. 

“Tt is important that while main- 
taining adequate inventories, you 
take care not to accumulate exces- 
sive stocks or long-run commit- 
ments. One of the greatest difficul- 
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ties that followed the last war was 
caused by large stocks of merchan- 
dise. You will doubtless recall that 
even financially strong and wide- 
spread merchandising concerns like 
Montgomery-Ward incurred great 
inventory losses. This time we have 
been more successful in combating 
inflation, and the difficulties should 
not be as severe, but they will 
exist.” 
* * * 

CoOL. WALTER MENDELSOHN, 
Asst. Chief of the Manpower Di- 
vision, Selective Service, Washing- 
ton, D. C., at the National Retail 
Dry Goods Association’s “Victory 
and Postwar Conference” said: 

“The estimated desired strength 
of the armed forces on July 1, 
1944, is 11,300,000 including all 
military personnel. To gain the de- 
sired strength an estimated 1,200,- 
000 must be recruited by July 1, 
1944. In addition the replacements 
estimated to be required for the 
services are expected to total 700,- 
000 to 900,000. Therefore, Selective 
Service will be required to furnish 
approximately 2,000,000 men to the 
armed forces by July 1, 1944. 

“To obtain the required men for 
the armed forces, it is anticipated 
that 350,000 to 400,000 of those 
young men who become 18 years 
old every year will have to be 
called. This number constitutes all 
of such young men who will be 
acceptable to the armed forces and 
not otherwise deferred. 
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“The physically unfit group in 
Class 4-F must furnish between 
100,000 and 200,000. One million 
men will have to be called from the 
group of pre-Pearl Harbor fathers 
now being reclassified out of Class 
III-A. This is the estimated number 
of such registrants who will be 
found acceptable to the armed 
forces. And yet we still need 300,- 
000 men and these can be found 
only in the occupationally deferred 
classifications. There is no other 
place to turn.” 








“| REMEMBER, I remember, the 
days when I was young; 

When a good pair of shoes never 

worried anyone. 

But those days are past, dear people 
and the good fine shoes of 
old 

At Fort Knox will soon be hidden 

Down amongst the bars of gold.” 

A. J. Ingenito, manager of the 
G. R. Kinney Company store at 
Third Avenue, New York City, 
writes : 

“The few lines above are with 
apologies to the Bard and are in- 
spired by the present shoe condi- 
tions.” 






“To keep an eye on my store, | got a special priority from the Novy for a periscope.” 
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SUMMER SHOES IN CASUAL 


As American as Corn on the Cob and the Pre-War Hot Dog, Casual Shoes were 
Best Sellers Long Before Style Limitations and Rationing Came In and They Will 
Go Right on Being Popular after These Restrictions Are Lifted. 


UNRATIONED CASUALS with fabric uppers and a variety of 
substitute sole materials. 


























Typical of this season’s play clothes are the 

pretty, feminine play dress and bathing suit 

with portrait neckline featured in the New / 

York Times Fashion Show, “Fashions of / 
the Times.” 














New kind of casual costume is the ““popover™ 
dress, worn over a dress, as a beach coat or 
slacks top, and the creation of Claire McCardell, 
of three outstanding 
American fashion designers to receive the sec 
ual award of the American Fashion 
Critics, a jury of New York fashion editors 


recently chosen as one 


end ann 


JUST as long as women wear youthful, easy-going 
clothes they will want shoes to wear with them that have 
the same soft, young look, whether they are for the 
beach, Main Street marketing or informal dining and 
dancing. Unfortunately, “play shoes” got a black mark 
last Summer and the name is still unpopular with some 
members of the industry. Returns because of poor con- 
struction and workmanship and cheap materials taught 
Many retailers to buy more carefully this year and 


























RATIONED CASUALS IN LEATHER. The 
non-leather platforms in accordance 
with M-217. 


manufacturers, who want to keep in business, to put bet- 
ter work and materials into their shoes. As a result, the 
1944 crop is worth picking and marketing, whether you 
call them casual, play or fun shoes. One of the foremost 
retailer critics of last year’s shoes is enthusiastic about 

[TURN TO PAGE 65, PLEASE] 
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Print dresses in dark designs 
printed on white grounds offer 
the right background for two 
sets of accessories, black or 
white. A brilliant flash of red, 
green or other sharply contrast- 
ing colors can be added in 
jewelry, handbag or any other 
single accessory. Photograph by 
the New York Dress Institute. 


TWO SIDES 


To Next Season's 
SHOE PICTURE 


This Is the Year When Women Are Buying 
Early Spring Shoes with an Eye to June 
and July. Stores Report Unusual Demand 
for Opened-Up Patent Leathers and 
Suedes in Black and Brown. Thus Pro- 
vided with Summer Darks, Women Will 
Be Able to Put Their Next Coupons into 
White Shoes for Summer Wardrobes. 


by ELEANOR 
RUTLEDGE 
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INCREASED demand for white shoes accompanied by 
decreased supply is going to mean all the white business 
you can take this coming Summer; probably more than 
you can take, judging by reports from tanners and 
manufacturers. Tanners of white kidskin leathers . . . the 
only white leather now permitted to be tanned . . . re- 
port that they have been flooded with orders. One kid- 
skin tanner began taking orders last June, six months 
ahead of the usual time schedule. Retailers have a vivid 
memory of what happened last June when their supply 
of white shoes ran far short of the demand. They are 
asking their sources for more white shoes and as early 
as possible. Tanners are getting the same reaction from 
shoe manufacturers. 

In a nation-wide survey made by a leading tanner of 
white kidskin the latter half of June, 1943, immediately 
after the expiration of Coupon No. 17, the following 
averages emerged. Retailers reported that 70% per 
cent more business could have been done in white shoes 
if merchandise had been available. More than 55 per 
cent increase in 1944’s white business over 1943 was 
anticipated by these same merchants. In estimating this 
second figure they showed an appreciation of the fact 
that women had shopped from store to store last year 
and so had created an impression of a somewhat greater 
demand than was actually the case. 





Another tanner, doing an important business in all 
types of finishes, reports increases over last year of from 
10 to 30 per cent in different finishes. Although this 
company does a big business in colors it is planning this 
year to make white leathers continuously. A great many 
wide-awake shoe manufacturers, it is reported, are plan- 
ning to cut white leather all through the year. 

From two surveys made by the Recorper this Winter 
the same conclusion is reached. Leading retailers pre- 
dict an increase of anywhere from 10 to 100 per 
cent in white shoe business over last year. They base 
these estimates on last year’s demands plus the natural 
desire for a light color as a change from black, tan and 
brown, plus the fact that white shoes will coordinate well 
with the prints of the coming season. Ready-to-wear 
openings show that white grounds will be very popular 
in prints. 

The other half of the Summer shoe picture lies in an 
increased business in opened-up dark shoes. There is 
nothing very new about these shoes in suedes sold by 
style-minded stores for a number of years past during 
June and July as “Summer suedes.” This year, however, 
women have been buying them early to serve as Winter, 
Spring and Summer dress-up shoes. We have sketched 
two of these suede shoes, the one a suede and mesh com- 

[TURN TO PAGE 73, PLEASE] 






















































by OWEN A. THOMAS 


ANY marked resemblance between many shoe styles 
eagerly bought by the male shopper last Summer and 
those he will see in store windows when the 1944 
Summer season opens will be purely coincidental. 
This is not because of any recent amendments to gov- 
ernment edicts under which the industry now operates 
but because, for the most part, heavy stocks acquired 
prior to the imposition of restrictions have now been 
disposed of. The boards have been cleared and a 
new chapter opens, revealing a line-up which is a 
tribute to the ingenuity of the shoe manufacturer. 

There is, however, an “if”—availability of suf- 
ficient quantities of materials to carry this style pro- 
gram through the Spring and Summer months.. Here 


SUMMER STYLE PROGRAM 












Medallion 
straight tip cus- 
tom type, leather 
or composition 











sole. 




























Brown grained 
leather over a 
conventional 
round-toed last 
in this ventilated 
model. 























White nap 
leather, either 
kid buck or 
genuine buck 
perforated bal. 




























Conservative cus- 
tom brogue, lea- 
ther permitted. 
Often carries 
composition sole. 














we are in the realm of pure speculation 
though it is the opinion of many well-in- 
formed men that, while manufacturers will 
perforce continue to operate on a hand-to- 
mouth basis as they have in the recent 
past, nothing in sight at the moment leads 
them to think that shortages will become 
much more acute than they are now. 

The exception to this is sole leather. 
Already the supply of this which can be 
counted on for use in making civilian 
shoes is so low that between 25 and 50 
per cent of all men’s shoes for Spring and 
Summer wear will carry soles of materials 
other than leather—the vast majority of 
these other-than-leather bottoms will be 
the nap or composition sole. With some 
few exceptions, this statement applies to 
every grade of shoe. In fact there are 
several types of shoes which, under gov- 
ernment ruling, cannot be made with 
leather soles even though they are avail- 
able. 

The line-up for Spring, then, is some- 
thing like this: 

In military footwear there will be the 
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Restricted But Attractive... 


Availability of Materials Is the Big Question. If They Hold Out, 
Men's Spring and Summer Shoes Can Be Eye-Appealing and Salable. 
An Analysis of Allowed Types and Their Permitted Materials. 


types with which all are now 
familiar—the laced jodphur, plain 
toe five-eyelet blucher, six-eyelet bal 
oxford and one newer member of 
the military family—the two-eyelet 
oxford which came in when the 
monk strap pattern went out at the 
request of the War Production 
Board. Given availability of sup- 
plies, these can all be made with 
leather soles, but many of them 
will not be. 

Leather soles are permitted only 
on custom bal types, all straight tip 
shoes, all plain-toe shoes and on 
shoes with medallion tips. 

Composition or plastic soles must 
be used on saddle patterns, moccasin 
types (both raised and flat-stitched) , 
simulated wing tip patterns, Nor- 
wegian patterns and the so-called 
mud-guard type which is most com- 
monly seen made over the wall last. 
It is these types, of course, which 
will account for the major portion 
of composition and plastic soles cur- 
rently being used as manufacturers 
swing into their Spring runs. The 
use of these soles on types of shoes 
on which their use is not mandatory 
will depend on sole leather supplies 
which cannot be estimated in ad- 
vance. 

That disposes of the style classi- 
fication based on soling material. 
What about materials for shoe 


uppers ? 


The over-all picture is for fewer 
shoes of calf leather except in the 
top grades and even in some of 
these a limited amount of side 
leather may be found necessary in 
order to keep up factory quotas and 
give the merchant the shoes he needs 
to do a slightly sub-normal business. 
In whites there will be a decided in- 
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crease in the use of “kid buck,” also 
in all grades, though a few high- 
grade manufacturers believe that 
they see a sufficient supply of the 
more conventional buck. The story 
on “kid buck” is that manufacturers, 
finding it available in weights which 
do not even require fabric backing, 
have turned to it with relief. Whites 





Popular Norwegian 
pattern, permissible 
only with composi- 














Mudguard on 
walled last requires 
composition sole. 








will be available in what might be 
termed “war-normal” quantities. 


They will continue to be popular; 
merchants have bought them in con- 
fidence that they will all be disposed 
of without trouble before Summer 

is over. 
Perforated patterns are also in 
[TURN TO PAGE 64, PLEASE] 





Familiar 

saddle, com- 

position sole |) 
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Two-eyelet blucher in- 
stead of WPB restrict- 
ed Metal buckle monk 
strap. 














Six-eyelet dress oxford 
in Army Brown ... An 
officer’s shoe liked by 
civilians, too. 











The conventional plain 
toed, five-eyelet blucher 
is a good year-round 
seller to all men. 











Jodhpurs used 
to fasten with 
buckle. This 
adaptation is 
laced. 















The plain toe, white bal 
for Summer, favorite 
with Naval Officers’ 


dress whites. 














Six-eyelet Naval blucher oxfoid 
in black calf, with half double 


oil treated sole. 




















Military Patterns Are Favored by Service Men and 
Civilians Alike. WPB Restrictions Have Changed Cer- 


tain Details, but Their Original Character Remains 
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It might be irony or then again it might be indicative of the general 
trend of things here. The most noisome violation in connection with the shoe 
rationing program has not occurred in any branch of the shoe industry, but 
within the realm of Government itself. Five employees of the Government - 
Printing Office were indicted on Feb. 14 on charges of counterfeiting and 
forging shoe ration coupons. One of the accused is also charged with removing 
14 electrotype plates used in printing shoe ration currency. 


Despite the fact that one of the biggest problems in the wartime shoe 
picture has been the children's shoe shortage, certain manufacturers rushed 
to Washington to protest WPB's recent action which it is hoped will increase 
by 20 per cent the amount of upper leather available for infants’, children's 
and misses' footwear this year. This action prompted the observation at 
WPB that with an overall shortage of leather it is impossible to please 
everyone in the industry. 


























Sales of whole soles cut from bends are still being made to the repair 
trade in violation of a provision of Order M-310, which specifies that they 
may only be sold to manufacturers. It is believed that this is due to a mis- 
understanding of the provisions. Such sales are subject to penalties. 








> * > 

Senator Kilgore has sent his memorandum to WPB Chairman Donald M. 
Nelson. Its contents probably won't be revealed until Mr. Nelson has replied 
to the Senator: But members of the staff of the West Virginia Senator's War 
Mobilization Subcommittee previously told BOOT and SHOE RECORDER that the 
Senator would demand a WPB order which would force use of oil or wax treated 
soles throughout the industry. 

} Members of the committee's staff who accused the shoe industry of not 
advertising oil or wax treated soles might enlighten themselves if they would 
stroll down Washington's F street and gaze into the window of one of the retail 
establishments of the witness whom they most vehemently condemned. 

Shoe retailers who are interested in reading the proceedings of this 
committee on the subject should write the Senate Subcommittee on War Mobiliza- 
tion, Senate Office Building, Washington 25, D. C. It should be pointed out 
that although the statements of WPB witnesses and that of the Chairman of the 
Interdepartmental Committee on Leather will be printed in full in the pro- 
ceedings, these men were not given an opportunity to present their full views 
before the Committee. 

















The trend in the welting industry is toward more cowhides in pro- 
portion to steer hides, according to WPB. This was indicative in the last two 
Months of 1943 even though the kill had increased. It is felt that the trend 
Will be back to steer hides, but that the average weight will be lower than in 
the past. Industry representatives have told WPB that there was no hesitancy 
toward using cowhide shoulders of 64 to 7 1b. in place of steers. [See page 77) 
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RETAILERS, PREPARE NOW! 


What Shoe Merchants Must Face in the New World 
of Retailing That Will Follow the Post-War Recon- 
struction Period. First of a Series of Articles by a 
Prominent Shoe Merchant Designed to Suggest a 
Basis of Sound Principles for Future Operation. 


by EDWIN HAHN 


PRESIDENT, WILLIAM HAHN & COMPANY, 
WASHINGTON, D. C. 


Our comparative peace during war has not prepared us 
retailers for our coming war during peace. 

I do not refer to the period immediately following the 
cessation of hostilities. The huge amount of spendable 
savings then in the hands of consumers, the pent-up de- 
mand for consumer goods and the need for reconstruction 
may produce a tremendous boom. Unless our anti-infla- 
tionary controls are continued, that boom will end in a 
depression far more devastating than the last one. 

I refer to the period following that temporary boom, 
when reconstruction and replacements will have been com- 
pleted. Many countries that were backward, such as 
China, India, Latin America and the Balkans, have been 
partly industrialized during the war. They now realize 
that their previous crude manufacturing methods will be 
just as futile in the coming peace as they have been dur- 
ing war. Vastly increased international air travel, con- 
tinental roads and shipping and the expansion of radio and 
television will bring to people a realization of how other 
people live and work. As they become more enlightened, 
many of these will become keen competitors in world 
markets for manufactured articles, synthetic materials and 
raw products. 

Since our own working people will rightfully insist on 
higher living standards, and as high tariff walls have been 
demonstrated to be futile and foolish, only a greater amount 
of ingenuity, and especially far greater efficiency on the 
part of our manufacturers and retailers, will preserve our 
economy during this highly competitive era. Only efficient 
retailers will be able to survive. 

We shoe retailers have been disturbed for years by our 
constantly increasing costs, as have other retailers. But 
many statistical researches have borne out the fact that 
only during periods of depression have we really done very 
much to curtail our costs. That is the reason why I stated 
at the outset that had business not come so easily for us 
during the war, we should now be in a sounder condition to 
face this coming keen national and world-wide com- 
petition. 

I shall attempt to present in this series of articles in 
Boor anp SHoe Recorper some practical suggestions that 
should help shoe retailing to attain the degree of efficiency 
that will be required during this coming era. Please par- 
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don this brief personal reference, but I consider it neces- 
sary to convey to you my point of view. 

My father established our present business in 1875 with 
a capital of only $400, but with plenty of optimism and 
initiative. He was considered one of the most progressive 
shoe retailers of his day, and pioneered in many innova- 
tions that are now commonly accepted retail practices. 

When I consider his type of one-man efficiency, I wonder 
whether our modern business with its staffs of highly spe- 
cialized executives is really as efficient as we suppose. He 
built a sizable retail shoe business, acting as his own mer- 
chandise manager, buyer, advertising director, copy writer, 
controller, bookkeeper, store and department manager, 
and salesman. Judged from the point of view of his cus- 
tomers, who dre the final judges of retail efficiency, his 
business was certainly efficient. 


| HAVE had the opportunity of observing first hand most 
of the various types of shoe store operations. We have 
owned stores employing all the way from two to one hun- 
dred employees each. We have sold shoes from $1.95 to 
top bench grades. We have operated family shoe stores 
and exclusive men’s and women’s stores, novelty stores and 
orthopedic shoe stores, leased shoe departments in depart- 
ment stores and specialty stores, one price and multiple 
price stores. On the basis of number of stores we are 
classified by the Census Bureau as a local chain store 
organization, but our method of operation is more that of 
an independent shoe organization. 

While I am all for chain stores and department stores 
when they really serve the best interests of their customers, 
and while we use many of their improved methods of oper- 
ation, we have never lost sight of the many advantages that 
Independent store organizations still possess, when efi. 
ciently operated, through their more personal contact with 
their customers. 

I have always been particularly interested in trying to 
help solve the many very real problems of small retailers, 
that have been so steadily increasing from year to year. 
Retail trade associations have been contributing a great 
deal towards the improvement of the efficiency of smaller 
stores. But, as a general rule, the very small retailers 
who constitute the vast majority of all retailers do not jom 
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File Note 


ORN in 1886, Edwin Hahn attended Washington Technical High 
B School and pursued the Mechanical Engineering course at 
Massachusetts Institute of Technology, class of 1909. He inter- 
rupted his college course and engineering career to join Wr. 


Hahn & Company. 


The Hahn firm operates seven exclusive shoe stores in Washing- 
fon ond its suburbs and one store in Baltimore, as well as leased 
shoe departments in department and ialty stores in various 
cities. Since the death of Mr. Hahn's older brother ten years ago, 
he has been president of this corporation. For the past two years 
he has devoted most of his time to research, government activities 
ond other outside interests. 


The firm has been a member of the National Shoe Retailers’ 
Association since its founding. Mr. Hahn has served for several 
terms as a member of its Board. He has also served several years 
as president of Washington Shoe Retailers’ Association, as mem- 
ber of the Local Compliance Board during NRA, and member of 
the committee which formulated the NRA Retail Code. He has 
olso served on the boards of the Merchants’ and Manufacturers’ 
Association, Washington Shopping News and Boys’ Clubs of the 
Metropolitan Police. 


Mr. Hahn served on the joint committee that planned and con- 
ducted the first combined Shoe Fair of the N. S. R. A. and No- 
tional Boot and Shoe Manufacturers’ Association. As a member 
of the Program Committee of that first fair, he suggested the 
clinies on accounting, merchandising and advertising. 





trade ‘associations. I shall suggest, in the course of these 
articles, certain cooperative steps that small and large shoe 
retailers might take, either locally or through their nation- 
al or regional trade associations, that would greatly in- 
crease the efficiency of all shoe stores. 

In the course of my study of many types of retailing in 
many retail trades, many government, university and re- 
search organization executives have made available to me 
their material. They have graciously offered their sugges- 
ticns and comments that have been of much assistance in 
the preparation of these articles. 

I find that most other retail trades have been struggling 
with the same identical problems that we shoe retailers 
have been trying to solve. Strangely enough, I have found 
the answers, in my mind, to some of our shoe problems in 
the solutions of their problems in such far removed retail 
trades as grocery stores and filling stations. I shall point 
out throughout these articles the application of some of 
their solutions, as I see them, to the retail shoe business. 

I am sorry to have to admit that there is little up-to-date 
statistical information available on the breakdown of ex- 
penses of shoe stores that I feel is based on a sufficiently 
large number of stores to be usable in this study. Since 
retail costs vary in different size and type stores and in 
different size towns; surveys must be made of a sufficiently 
large number of stores to be able to break them down into 
classifications to be of real value. 

The Census reports of all retail distribution, that are 
periodically compiled by the Department of Commerce, 
give considerable helpful data on shoe stores. But in 
recent years they have had to discontinue their breakdown 
of expenses, since accounting methods, of many small 
Stores in particular, are not uniform. However, funda- 
mentally the basic elements of costs are similar in the 
various kinds of retailing. 

In studying the very thorough yearly surveys by the 
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Bureau of Business Research of the Harvard Graduate 
School of Business Administration, of the various size 
department and specialty stores, for instance, I find that 
the ratio of the various items of expense of their shoe de- 
partments is pretty close to that of shoe stores whose total 
sales, price ranges and types of service are comparable. 

However, let me state at the outset that most books and 
reports on retailing that I have read, that have been based 
on purely statistical studies, have left me cold. Maybe, 
being only a shoe retailer, I have been too dumb to under- 
stand them. I have not generally agreed with their well- 
presented, but to me, involved theoretic conclusions. I am 
only an average run-of-the-mine shoe retailer who has had 
to learn whatever I know about the shoe business in the 
hard, often expensive, but I still think the most effective 
way. So, while using statistics as a yardstick, my conclu- 
sions will be based more on actual experience and personal 
observations. An understanding of the reasons that are 
responsible for an unsound condition always suggests to 
me a more practical solution than statistics, which are 
only the result. 


In studying the very complete surveys of retail business 
by the Department of Commerce, I have been astounded 
by some unbelievable facts that they reveal. These have 
been used by many of these statisticians who are so 
wrapped up in figures, and by others who may have per- 
sonal axes to grind, to prove conclusions that are far from 
the facts as I interpret them. 

For instance, these statistics prove that the aggregate 
sales of all stores whose individual volume is up to $10,000, 
averaging $4,000 -per store per year, was 54 per cent of 
the total retail sales of the country in 1937. The sales of 
these stores increased in the ten-year period ending 1939 
by 45 per cent, while the aggregate sales of stores whose 

[TURN TO PAGE 71, PLEASE] 
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WHEN a shoe store does a con- 
sistently good job, in good times 
and in bad, when despite adverse 
external conditions its sales con- 
tinue to go ahead, it may be con- 
cluded that that store is performing 
a community service. Take the 
store of Lewis & Reilly in Scranton, 
Pennsylvania, for instance. Founded 
55 years ago, Lewis & Reilly has 
continued to prosper under condi- 
tions which were not the most fa- 
vorable; Scranton has been going 
through a difficult period, and only 
in the past year or two have the 
results of continued struggle be- 
come evident. 

Scranton has been much in the 
public eye, lately, because of articles 
appearing in consumer magazines 
as well as those in the trade papers 
for the heavy industries. Scranton 
has always been a mining town; 
anthracite mines form the substrata 
of the entire city. For the past ten 
or fifteen years, the fact was rec- 
ognized that the anthracite veins 
were beginning to peter out; even- 
tual exhaustion of the natural re- 
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NSCRANTON— 
A Town That 
CAN TAKE IT 


GORDON EVANS, genera! manager 
of Lewis & Reilly, Inc., and son of one 
of the founders of the firm. 


Exterior of the Lewis & Reilly store on Wyoming 
Avenue, Scranton. The present building was erected 
in 1926 and the firm was incorporated in- 1935. 





sources under continuous mining 
was to be expected. 

Civic leaders viewed the trend 
of workers away from the town with 
alarm. Workers, accustomed to the 
high wages paid by the mines, were 
not interested in lower paid jobs 
available, and these, too, became 
Scranton leaders, there- 
fore, made a continuous effort to 
attract new industry to the town. 
At first they met with little suc- 
cess; few industries were able or 


scarcer. 


willing to pay wages to compete 
with the high scale paid by the 
mines; in addition, Scranton’s rep- 
utation had suffered, because of the 
fear that the mines had undermined 
the foundations of the city and that 
heavy industry could not risk cave- 
ins which might result. It took long 
and hard work on the part of off- 
cials in Scranton to prove the in- 
accuracy of this statement. Con- 
tinued agitation in Washington, the 
raising of a fund in Scranton to 
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"Story of Lewis & Reilly, in Scranton, Pa., ls Ample Proof 


That a Good Shoe Store Renders a Community Service 
Year After Year, in Good Times and in Hard Times. Their 
Story Is an Encouraging One for Conscientious Shoe 
Retailers in Towns Large and Small, All Over ‘America. 


promote the city on the basis of 
its particular merits, the undaunted 
determination on the part of busi- 
ness leaders and public officials 
finally resulted in the opening of a 
number of plants with war con- 
tracts. Although Scranton does not 
feel that it is yet completely out of 
the woods, the way out is indicated. 
the ice has been broken, and Scran- 
ton looks forward to more pros- 
perous days. 

Through all this critical period, 
Lewis & Reilly served its customers 
as it has since its opening in 1888. 
Five partners established the firm, 
all of whom are now dead. The 
firm has done a continuous business 
at the same location on Wyoming 
Avenue. A new building was erect- 
ed in 1926 and the firm was incor- 
porated in 1935. The organization 
has always been a family shoe 
store, devoted to serving the needs 
of the people of Scranton to the 
best of its ability. This policy was 
carried out for many years by Mrs. 


Judge W. R. Lewis, Mrs. 
Jenny Lewis Evans and 
William L. Davies at the 
fiftieth anniversary cele- 
bration of the firm held on 
December 15, 1938. 


Jennie Lewis Evans, wife of the 
present head of the firm, until her 
death in 1940. Elias E. Evans, her 
husband, is now president; Gordon 
Evans, her son, is general manager ; 
Mary L. Lewis is secretary-trea- 
surer. 

The store carries a well-rounded 
line, including corrective and arch 
type shoes, style shoes, men’s, boys’ 
and children’s lines. The main 
policy of the firm consists of an 
insistence on correct fitting; the 
business has been built on the basis 
of helping the customer to achieve 
foot comfort. To this end, the stock 
of basic shoes is kept as complete 
as possible. This involves the neces- 
sity of sizing up every week in or- 
der to have complete size ranges in 
the staple types which make up the 
bulk of the business. 

In normal times, the store holds 


two sales a year—one in January 
and one in July. Price is never ad- 
vertised; customers in Scranton 
and nearby towns and villages know 


the name of Lewis & Reilly and the 
type of shoes carried well enough 
to have complete confidence in the 
statement of the store that a sale is 
being held. No sale was held last 
year, and no unrationed sale was 
held this year. As Gordon Evans 
put it, “We'd rather sell rationed 
shoes at the regular price than bring 
a lot of customers into the store 
with an unrationed sale and be un- 
able to fit them.” The middle 
sizes, as Mr. Evans explained, are 
always broken in a clearance. The 
large sizes will always sell in a 
store doing the type of business 
done by Lewis & Reilly; only the 
small sizes would be left, and these 
sizes are the slowest movers in any 
event. The risk of losing public 
confidence by not being able to fit 
customers who would be attracted 
by the sale is too great for the store 

to take, he believes. 
The store is a daily advertiser in 
one of Scranton’s two newspapers. 
[TURN TO PAGE 66, PLEASE | 
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Whee Ettites Crittook. 


BY ARTHUR D. 


ANDERSON 


Oil for the Thirsty Soles? 


A LITTLE knowledge is a dangerous thing—especially 
for Senators—and even for shoemen, for that matter. 
By one of those queer twistings of public opinion, the 
subject of oil and hot wax treatment for sole leather was 
made a hot issue by the Senate Sub-Committee of Tech- 
nological Mobilization for War at a hearing in Wash- 
ington. Senator Kilgore was pretty rough with the shoe 
men who testified at that hearing. So much so, that our 
Washington representative said: “Of all the hearings I 
have covered, I have never seen a more opinionated 
set-up for the ‘slaughter of the innocents.’ None of the 
witnesses was against the use, in general, of the 
oil or wax treatments. They only asked for a 
practical approach to the use of oil and wax; and 
above all else that no all-over mandatory ruling 
compelling the universal use of oil and wax be 
placed upon the industry; but rather to let it 
work its natural way, with the encouragement 
that sincere shoe men already have for doing 
everything possible to increase the wear hours of 
sole leather.” 

So you see, the issue got off to a bad start, in an 
attempt to force oil and hot wax down the throat of 
industry by Senatorial pressure—aided and abetted by 
the economic politics of unions and some consumer 
groups. It’s too much a dose of Mussolini castor oil to 
be swallowed without remonstrance. 

What followed the meeting was the real fat in the fire 
because newspapers all over the country picked up the 
line of reasoning that the Senators were for the people 
and the shoe trade was for itself—with the implication 
that it was commercially expedient to have sole leather 
wear out, etc. What poppycock! Businesses only live 
when they give value and give service. 

There’s the rub for the public always wants an angle 
of complaint. If a pair of children’s shoes wear out in 
a short space of time, the public—through its vocal con- 
sumer group—howls to high heaven that it is being 
gypped to make profits. (See newspaper accounts of 
the release by the American Home Economics Associa- 
tion comparing the wear of two pairs of shoes—one by 
a creeping child and one at the age of two—in mate- 
rials that are not similar and the incident certainly not 
typical or general.) 

It is such things as these, cut out of the whole cloth 


of complaint, that develop in the public mind a feeling 
that shoes are offenders against the public and war 
efforts. 

Well, now let’s get back to the oil and hot wax. The 
shoe trade is certainly in a strange and uncomfortable 
situation today. Some of its members are almost hys- 
terical over the possibility that they will be forced to do 
something that they say cannot be done. While the rest 
of the trade is saying: “Let’s give it a trial, anyway. 
Maybe there’s something in it.” The makers of cement 
processed shoes find almost insuperable difficulties in 
getting a practical adhesion of soles that have been oiled 
or hot wax treated. Makers of welt and sewed shoes 
find the treatments can be done; but where there are 
channels the cement doesn’t stick as it should. 

But back of it all is the nasty word “mandatory.” 
That’s the word that infuriates the trade, one and all— 
users and non-users—because it violates the very prin- 
ciple of compliance with the war effort. Up to now the 
shoe industry, one and all, from tanner to retailer, has 
accepted the rules and regulations of WPB and OPA 
on the basis of voluntary compliance—regulation after 
representation and consultation—and every order has 
been put into operation in the American spirit of “serve 
and sacrifice because this is a war need.” The shoe 
trade has chalked up a better record of compliance and 
co-operation than any other trade—bar none (see 
Chester M. Bowles’ letter on page 53). 

If the worthy Senator Harley M. Kilgore would step 
into his shoe store and talk with the man at the fitting 
stool, he would find out that millions of pairs of shoes 
are already being treated with oil or hot wax and that 
this is nothing new and revolutionary in shoes. He 
might discover that any man, woman or child can g° 
into a shoe store and purchase Viscol, Lexol, or any of 
a dozen penetrating oils, whereby they can personally 
prolong or waterproof the shoes they are wearing. We 
talked with a merchant who said: “I will treat any of 
my customers’ shoes gladly because I have gone through 
the whole process of hand-staining uppers and found 
that the public appreciated the extra service that I, as 4 
merchant, could give them on the spot. I am interested 
in public good-will and ready to do my bit, without 

Senatorial compulsion. It wouldn’t be a bad idea if we 
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mind their own business.” 

Well, be that as it may, the fundamental error, if 
there was one, was the fact that we, as an industry, had 
no articulate voice in saying: “We accept the principle 
of any process that will increase the wear of shoes. 
WE ACCEPT IT IN PRINCIPLE and will endeavor to 
use the oil and hot wax or any other treatment in a 
common sense way in more shoes than are now so 
treated.” By accepting the suggestion, in principle, the 
practical minds in all of the divisions of the trade could 
work on the ways and means of prolonging sole wear. 

Perhaps we have been a little bit too quick in pointing 
out the difficulties and the obstacles to its immediate 
use. If the ultimate customer wants a firm bottom sole, 
the introduction of oils might give it a soft bottom 
foundation detrimental to the use and wear of that pair 
of shoes. If, on the other hand, oil or hot wax prolong 
the life of the shoe, that very talking point would aid 
its sale and would be incorporated into footwear— 
Senate opinion notwithstanding. 

The nub of the whole thing is compulsion by man- 
date—or the common sense of practical application. 
The leather taken from the backs of animals is variable 
in weight, texture and fiber. Its tannage must consider 
these primary characteristics of the raw substance to be 
translated into finished leather. Then, when it gets to 
the factory the problems as to whether the sole will 
absorb oil or hot wax and whether it is to be full pene- 
tration or surface application or a dozen and one eco- 
nomical and practical reasons—would have an effect 
upon its shoemaking and its ultimate use. Not that we 
don’t believe that every shoe factory shouldn’t have a 
chemist in its employ—because that’s in the direction of 
future efficiency—but, at the moment, there is such a 
thing as shortage of experts, testing equipment, etc. 

So in our well-considered opinion, the consideration 
of the subject should be discontinued by politicians and 
should be given to practical men, for their practical 
solution. It won’t change the shoes already on store 
shelves. It won’t help the shoes for next Fall and 
Winter, now on order and in the making; and it won’t 
give Senators or labor union economists or the con- 
sumer league investigators “cost of living alibis.” There 
has been far too much talk on the subject. What we 
hope to see is some figures showing the present wide use 
of sole treatments as of today and six months hence still 
more production in that direction of increasing the wear 
per pair—the trade and the public want it if it is good. 


GIVE 18 A USEFUL EXIT 


SUPPOSING, just supposing, this leather situation 
should get terribly critical and supposing, just suppos- 
ing, the public finds out about it! It might rush into 
stores overnight and, having two or more expendable 
coupons, might engage in a runaway buying spree that 
would be dangerous to the national shoe economy. 
Only two months to May Ist, when a new OPA ration 
stamp will, in all probability, be issued. The current 
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had a cobbler or two in the Senate to teach them to 


Airplane Stamp No. |, plus the old Stamp‘ No. 18, 
should be brought into the stream of trade in the next 
sixty days. There is no present intention, OPA says, to 
put a time limit on either Stamp No. 18 or Airplane 
Stamp No. 1. The public can either buy or not buy, as 
it may wish. If OPA should put an expiration date on 
Stamp No. 18, it must give thirty days’ advance notice. 
Believe it or not, there are still quite a number of No. 18 
Stamps unused. It might be good for the trade, as well 
as the public, to declare an expiration date on Stamp 
No. 18 for the purpose of keeping the records straight. 

The present plan of satisfying the children of America 
with special shoe stamps is working out all right— 
insofar as stamps, not supply, is concerned. It may be 
inconvenient but nevertheless it does give an oppor- 
tunity for solving cases of shoestamp hardship. Most 
anyone can go to a local ration board and get a special 
shoe stamp, if they will honestly say they don’t possess 
two wearable pairs. Only 2,600,700 special stamps were 
issued between February 7, 1943, and September, 1943. 
OPA made a house-to-house survey in forty-five states 
and found the average number of pairs of wearable 
shoes, per person, to be 2.5. 

The reason we advocate a cancellation of Stamp No. 
18 on a given date (say May Ist) is that it will serve 
a useful purpose in keeping the stream of trade fresh 
and healthy. Many merchants have stock which, under 
a free system, would be salable on display but under 
the control of shoe rationing is tied up in the inertia of 
consumer acceptance. It would be better for the public 
to buy shoes of Summer issue than to hold back pur- 
chasing until the rush of next Fall. Fall and Winter 
shoes are usually heavier in weight and consume more 
leather than Summer types. Merchants’ stocks are bal- 
anced between Summer shoes and Winter shoes and a 
constant movement and turn-over is better for the trade 
and better for the public than these new movements of 
trade that give bulges before weather seasons and then 
long periods of patiently waiting for change. So we 
advocate the cancellation of Stamp No. 18 as of a proper 
date, determined by OPA, with thirty days’ notice 


thereon. Two up—and one to go on May Ist. 
* . * 


EXIT KICK-BACKS 

DOCTORS accepting any gratuities for referring a 
patient to a shoe store or for any other service are 
subject to the new local law of the City of New York, 
recently enacted. This ordinance “forbids paying or 
receiving of money for orthopedic or surgical appli- 
ances or supplies or any other goods, services, sup- 
plies or procedures related to diagnosis, care or treat- 
ment.” 

An inquiry made recently showed that more than 
three thousand doctors in New York City have taken 
kick-backs in workmen’s compensation cases alone. 
The kick-back in shoes is a minor abuse—but it did 
exist. 

Thus endeth a serious abuse and we hope similar 


laws will be enacted the country over. 
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NEW YORK STORES 
LOOK TO SPRING 


Wirth business quiet in this area re- 
tailers are looking forward to Spring 
when a good many Number 18 cov- 
pons and Number Ones will come out 
of hiding. Normally a quiet season, 
the mid-Winter months this year have 
had nothing to stir them up except a 
few scattered sales and the OPA re- 
lease on shoes retailing for $3 and 
under. There was one day in Febru- 
ary for which every department sell- 
ing rationed shoes will be able to 
show better figures than a year ago, 
and that was the day corresponding to 
the Monday a year ago preceding the 
start of rationing. The date consti- 
tuted an anniversary in the minds of 
retailers in the city, showing what a 
profound change took place in their 
business and their thinking on that 
day. 

Women’s departments with alliga- 
tor shoes are in a fortunate position. 
One retailer reports that his alligator 
stocks had helped him to keep going 
the past weeks. Another high style 
store is looking forward to the arrival 
of a limited quantity of Spring alli- 
gator styles as the big news of its 
early Spring season. Opened-up 
suedes are selling in some stores, espe- 
cially where the customers are looking 
at this shoe as a good investment for 
Spring and Summer. Women who 
have never considered suede as a 
Spring leather are looking for smooth 
leathers and patent. Since the sup- 
ply of patent leather will be limited, 
first come first served will be the rule. 

Play and casual types, both 
rationed and unrationed, are slated 
for a good season. Retailers are find- 
ing an improvement in the unrationed 
play shoes over last year’s merchan- 
dise. Rationed casuals are expected 
to sell because they fill a place which 
no other shoe type can supply, and 
fit in with the casual clothes so impor- 
tant for Spring. Unrationed types in 
fabric will be in demand according to 


“4 


most retailers, but there are times 
when women want leather and are 
willing to spend a coupon for the 
right kind of soft, low heel casual 
looking shoe. 

Some leading retailers of children’s 
shoes report that an adequate supply 
of patent leather and white shoes is 
still available. They can still supply 
the little child with a one-strap in pat- 
ent leather and the older girl with a 
patent leather pump. As to white 
shoes, several of these stores have the 
same optimistic outlook. They have 
adequate buck and suede and other 
white leathers. One reports the only 
shortage in white shoes for children 
to be in buck oxfords for the grow- 
ing girls. Play shoes are already sell- 
ing, and retailers are enthusiastic 
about this year’s crop of children’s 


play shoes. 
x” 7 ~ 


WHITE SUEDE LEADS 
IN MIAMI 


WHITE suede is much in the Miami 
picture at this time and appears to 
be growing in importance as a smart 








“Rhapsody in Reptile,” said Richards, 
Miami, in presenting colorful shoes for 
the Winter resort trade. 


resort shoe which will make its ap- 
pearance elsewhere as the Summer 
season advances northward. From 
smartly styled but inexpensive offer- 
ings at $3.99 to finely finished high- 
fashion pumps at $16.95, white suede 
is the big featured shoe of the month. 

February is the high spot of the 
resort season in this area, and for the 
first time since Pearl Harbor, a real 
fashion show was offered at the ex- 
clusive Surf Club. This Club, play- 
ground of a generous cross-section of 
the Blue Book and the multi-million- 
aire citizens of America, has been 
turned back to the members after 
having been used as an Army mess 
hall for some time. Noticeable in the 
first showing was: the marked prefer- 
ence for very fussy evening clothes— 
the ultra feminine type. Dinner and 
dance frocks were long, giving oppor- 
tunity for the wearer to use an old 
slipper and to change its appearance 
by adding bows and ruffles and 
buckles. 

The afternoon frocks and smartly 
tailored suits for the most part could 
be completed by white suede pumps. 
Of course the dark suits called for 
dark shoes, but even some of them 
carried a white accessory note. 

Cowen’s has been advertising white 
footwear extensively. $10.95 and 
$12.95 lines are most featured. and 
their best copy line has been “ALL 
WHITE, they’re all right, everywhere 
you go.” 

Burdine’s has gone strong on white 
suede Pandora shoes, both open and 
closed toe, priced at $15.95 and 
$16.95. A catchy line in recent adver- 
tising suggested “Gardenia White” 
suede. 

“Whites are Right,” say the Mary 
Jane shops, and they offer smartly 
styled shoes at from $3.30 to $4.99 
These are not ration-free styles, but 
are right for the woman who wants 
that type, of shoe and in that price 
range. 

White shoes are not the only shoes 
selling, although they are growing " 
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THERE’S A REASON FOR 


THE POPULARITY OF 
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SHOES BY SELBY 
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When women wanted shoes predominantly our usual promptness, please bear with us. We have set ‘4 
smart, with all the outward appearance of Voguish _ high standards for the quality and comfort of Tru-Poise }; 
footwear—but still insisted on real down-to-earth Shoes... standards which must be maintained. 4 
comfort — they turned to Tru-Poise Shoes by Selby. eo ee d 

Salesmen—satisfied customers—all passed the word Tru-Poise Shoes by Selby, feature the famous Cradle-Cup ; 4) 
along and the demand for Tru-Poise grew and grew . Heel-Seat. Formed by twin buttresses scientifically placed ? 


tah oe. 


—and is still growing—far beyond the limit of our at the heel of the shoe, this exclusive feature belds 
capacity. If we sometimes fail to fill your orders with the foot securely—prevents it from slipping forward. 


* 


Selby Shoe Company, Portsmouth,Ohio | 


New York Office: 3120 Empire State Building + New York Retail Store: Fifth Avenue ot 38th Street 
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ARCH PRESERVER © ACTIVE MODERNS + TRU-POISE + STYL-EEZ + EASY GOERS 
PHYSICAL CULTURE © GROUND GRIPPER © CANTILEVER 
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importance. All shops are reporting 
some activity in colors, when they can 
be had, but it is the stores with a 
good line of ration-free colored shoes 
that are going strong on colors. For 
example, A. S. Beck through half 
page advertising copy and a bewilder- 
ing window display, plays the carioca 
colors, “glad, mad, sunkissed and 
dazzling,” in a variety of styles, 
priced at $4.35, ration-free. The up- 
pers are of fine gabardine while the 
soles are tested plastic. The shops 
featuring such shoes declare women 
are buying “across the board” in style 
and color. 

Reptile of all kinds continues to be 
in high favor, and Richards has been 
playing up a line in several colors 
which they declare to be “a crescendo 
of loveliness.” The popular price 
range is from $14.95 to $24.50. Most 
of these reptiles are strictly in the 
high style bracket. This shop recent- 
ly ran some clever advertising around 
the theme “Ahoy Navy.” Suggesting 
they had “sighted shoes with a subtle 
trick of blending with your smartest 
outfits.” 





DETROIT SHOE BUSINESS 
LEVELS OFF 


Derroir shoe men, accustomed to 
the vagaries of business under ration- 
ing, found themselves facing a new 
litigation again when business in Feb- 
ruary seemed to drop off generally be- 
low the level of a year ago. This was 
contrary to the trend in January, 
when, after an adverse holiday season, 
many shoe men found their sales vol- 
ume actually better than a year ago, 
although comparing with the last full 
month of the pre-rationed era. 

In February, however, store opera- 
tors are making comparison with the 
figures shown on their books for the 
first few days after rationing went into 
effect, when there was a buying rush 
equaled only by the subsequent great- 
er rush when the first shoe stamp ex- 
pired. Today, however, business is 
on a more even keel, and dealers who 
have looked back at their February 


‘ figures for two years previous have 


been encouraged. 
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Saks Fifth Avenue, Detroit, Mich., fea- 
tured “Baroque Buckles" on graceful 
D'Orsay pumps of patent or suede. 





The facts appear to be that the 
even level of business in January, 
with sales actually above a normal fig- 
ure set a year ago, is the true index 
to the present volume of business. In 
general, the possible loss of trade 
because of rationing with its necessary 
restriction of the number of pairs sold 
per customer is more than offset by 
the over-all increase in population, 
although this trend of increase has 
not been very fast in the past year 
and is counterbalanced by the loss of 
men to the services. 

Store operating problems in the 
area are in a “frozen” state, with help 
as difficult to get as ever. Shoe men 
have had little experience with girl 
fitters in the past, but they are being 
employed in increasing numbers in 
the downtown chain and department 
stores, as well as specialty shops. 
They have replaced all except the 
older men in average floor jobs in the 
women’s and children’s departments 
in some instances, but the obvious 
preference of store operators seems 
to be to rely upon even a few men, too 
few for efficient operation. This is 
less true in the smaller stores, where 
individual women have taken over 
operation in some instances and have 
proved very efficient at it. In addi- 
tion, a number of shoe wholesalers 
are doubling as shoe clerks in some 
stores, so that many operators have 
a small bank of skilled shoe men to 
draw upon. 

The inventory situation is evidently 
well in hand, although every shoe man 


is buying up to his limit. Releasing 
of non-rationed stocks recently has al- 
lowed individual retailers to balance 
their stocks, and it has helped to de. 
crease the demand for shoes of par- 
ticular classes when non-rationed 
pairs could answer the demand. Situa- 
tion in children’s shoes, however, re- 
mains seriously short, retailers agree. 

Existence of extremely mild Winter 
weather, until mid-February when a 
cold wave with deep snow started, 
eased the demand for rubber footwear, 
supplies of which have been woefully 
short in most stores. 

Shoe advertising is still at a mini- 
mum level. Emphasis has shifted 
from the “sensible” types of shoes to 
more elaborate dress shoes, confirm. 
ing a trend toward the “feminine” 
emphasis in clothing. Colors and 
fabrics are of the lowest importance 
in years, with patrons more willing 
than ever to take almost anything in 


available sizes. 
* * * 


CHICAGO STORES 
EMPHASIZE PUMPS 


THE month of February showed a 
definite slackening in retail shop ac- 
tivity in Chicago. It is a season when 
shoe men expect a certain dullness, 
but it seemed duller than usual when 
they compared their figures with those 
of 1943. There has been considerable 
emphasis on pumps of endless variety 
at all stores. 





Carson’s recently featured the Baby 
Doll pump, “the little ankle-strap 
minx that’s setting fashion back on 
its heels.” Spectator pumps of calf- 
skin were in another ad that attracted 
good customer response. Flats of vari- 
ous kinds have been proving popular. 
Stevens featured them in black and 
russet calf at $8.95. 

There is continued call for patents 
everywhere with many stores already 
left with only broken size ranges. 
With real Winter and heavy snowfalls, 
the call has recently been mainly for 
serviceable and practical types; © 
fords, moccasins, etc., of smooth calf, 

[ruRN TO PAGE 58, PLEASE] 
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TO GIVE FOOT COMFORT 





TO HOLD STYLE LINES 
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Never before were these two diametrically opposite | 
4 

properties — firmness and flexibility — found in any single } 
° 7 

counter material. Today's active wartime feet need the 4 
extra comfort and durability of Darex Counters. 
READILY AVAILABLE FROM : 

VAN HORNE KAESTNER LEATHER CO MILWAUKEE, WISCONSIN : 
ROCHESTER HEEL CO ROCHESTER, NEW YORK a 
CENTRAL COUNTER CO : ST. LOUIS, MISSOURI *Reg U.S. Pot. Off. Darex B 
ENGEL-LEWIS COUNTER CO MERRIMAC, MASSACHUSETTS eg nae hae , 
counters under U_S. Patent 

DEWEY ano ALMY CHEMICAL COMPANY 2.111.205 and Conodion ‘4 
CAMBRIDGE CHICAGO montrear | “" 
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Weatuer-Birpb 


This unique weathervane, a fine example 
of early American craftsmanship, is from 
“Sunnyside”, lovely old home of Wash- 
ington Irving, near Tarrytown, New York. 





No, | don’t perch on anybody's roof! You'll find WEATHER-BIRD Shoes in 
play pens, kindergartens, grade schools and high shools . . . taking care of 
children’s feet in all kinds of weather. My job is to fit growing feet correctly 
... keep them strong and healthy. A big job you say. Not when you have 
had more than fifty year’s experience, and have the right material, lasts and 
craftsmen to insure longer wear, better fit and smarter appearance. Remember, 


the WEATHER-BIRD trade mark is always a sign of quality and honest valve. 


Peters Shoe Company 


A DIVISION OF INTERNATIONAL SHOE COMPANY ° SAINT LOUIS 


Manufacturers of WEATHER-BIRD and DIAMOND-BRAND Shoes 
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Boot for infant trade 
may be made up in 
white kidskin. 





Moccasin oxford for 

the very young child 

in either white kid or 
brown elk. 




















Side lace tie in brown elk can substitute 
jor dress shoe. Below, left: Moccasin 
front and saddle treatment on a wall last 
oxford, available on composition or re- 


W ) A R A B | L | I Y aoney taken aotplie’ Salem 
Features Summer Shoes 


MANUFACTURERS of children’s shoes for Spring and Summer, 
1944, are less concerned about style than they are with getting 
materials and manpower to enable them to maintain production; 
the problem in their minds is not one of selling shoes, but of 
making them. Retailers, too, are facing the coming season with 
an outlook entirely opposed to that with which they viewed 
previous Spring and Summer sea- 
sons. They are taking whatever 
shoes they can get for their 
young customers, with little can- 
cern over the style element; the 
shoes will sell, they know, if they 
are sturdy, well-fitting models. 
Manufacturers’ lines, because 
of WPB restrictions and produc- 
tion difficulties, are limited, for 
the most part, to staples—shoes 
which will sell no matter what 
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the season or the year. They are the shoes which have 
always comprised the bulk of the children’s business; 
they are the shoes which, because of attention to last 
and workmanship, have always been the best fitters in 
any children’s line. We show some of them on these 
pages. 

Prime among the basic choice of mothers everywhere 
is the shark tip blucher, a shoe that spells service in its 
very outline. The blucher in its many forms is shown 
in nearly all lines, sometimes with plain toe, sometimes 
with creased vamp, sometimes with short shield tip or 
imitation wing tip. The moccasin front, too, is appear- 
ing on composition, plastic or reclaim rubber sole, as 
are one-color versions of the saddle oxford and the 
Norwegian. Some manufacturers are still showing strap 
patterns and pump styles for dress, although many have 
thrown straps and pumps out of their lines and are con- 
centrating on more production in the oxford types. The 
infants’ shoe lines are showing little boots with plain 





Style Subordinate to Durability 
in Youthful Lines for Summer 
1944. Materials Shortages, 
Style Restrictions Make for 
More Attention to Well Fitting, 
Long Wearing Footwear. 


Top row: Two children’s play shoes 
in fabric with composition soles: 
Center: The barefoot sandal, impor- 
tant for younger age-groups. Bottom: 
One-strap can be shown in white kid 
or in brown. Left: For the older 
girl a dressy trimmed pump in brown 
goes well with party dresses. 


toes or moccasin fronts, as well as low cut oxfords. 

The difficulties of obtaining sufficient supplies of 
upper leather are causing manufacturers to work with 
whatever material they can get. Predominating in all 
lines are shoes of brown elk, since calfskin, patent and 
white are more difficult to obtain. Although elk sides 
are not extremely plentiful, they are relatively easier 
to obtain than the other leathers. It is expected that 
the recent action of WPB requiring tanners to allocate 
a certain percentage of their monthly civilian produc. 
tion to manufacturers of infants’, children’s and misses’ 
shoes will make available approximately 20 per cent 
more leather of this type than was consumed during 
1943 in the manufacture of infants’, children’s and 
misses’ footwear, thus affording some relief to manu- 
facturers. 

The patent leather situation is acute, with many 
tanners discouraging its use in favor of more durable 
[TURN TO PAGE 64, PLEASE] 
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CURTIS PLEDGE 


-CURTIS SHOES through four generations are 


maintained and we shall continue to maintain 


MARLBORO, MASSACHUSETTS PRESIDEN 


FOUR GENERATIONS OF FINE SHOEMAKING 





We pledge maintenance of quality and workmanship at 
highest possible levels. Despite war-time difficulties, the 
high standards that assure the values characteristic of 


CURTIS SHOE COMPANY, INC. 
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A GRAND OLD NAME 
STANDING FOR DEPENDABILITY 


ESQUIRE...... 


Today and Tomorrow 


THE KIWANIAN 
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New Developments in Army Shoes 


A SOLDIER’S feet are his most potent weapons—in many 
cases, the difference between victory for his organization 
and life for himself and defeat and death. Even in this 
so-called mechanized war, most men move, and fight on 
their feet. Shoes, therefore, are of primary importance. 

The millions of shoes initially issued and the many more 
millions needed as replacements, represent a considerable 
share of America’s shoe production facilities. Maximum 
wear must be obtained from each; an increase of only a 
few per cent in wearing qualities translates into enormous 
savings. 

That is why, after exhaustive tests, the Quartermaster 
Corps is now issuing primarily a service shoe with a tough 
synthetic rubber full sole and heel—a shoe that will out- 
last the shoe with traditional leather sole and heel. 

In addition, the Corps has developed a plastic insole, 
whose particular purpose is to give ventilation to the feet 
of soldiers fighting in hot, humid climates—like the South 
Pacific. The insole is made of five layers of plastic screen- 
ing, four of which are coarse mesh, and the other fine. It 
separates the foot from the sole of the shoe, permitting a 
maximum of ventilation and bringing about a sharp reduc- 
tion in athlefe’s foot and other fungus foot diseases. Of 
outstanding importance to the jungle trooper, who is its 
prime user, is the fact that it can be readily washed with 


soap and water. 
7 * - 


New Boot for Atlantic Theatre 


ConTRARY to earlier reports, the Army combat boot is, 
for the immediate future at least, to be a replacement for 
ground troops in the Atlantic theatre only and will not be 
a new issue to all soldiers. It will not be used for drill 
purposes in the United States. There has been a great 
deal of confusion surrounding production plans for the 
boot, mainly due to lack of centralized authority in the 
Army. Army officials have received the fullest cooperation 
from WPB. 

The program was planned at the last moment and threw 
1944 plans for civilian shoes into the wastebasket. The 
already harassed OCR officials had to do something to 
protect civilian interests if the Army’s demands were to 
be met. 

Due to the late start only a little more than 1,000,000 
pairs of the boots will be produced this quarter. If this 
were indicative of the Army’s needs for the remainder of 
the year, or a total of about 5,000,000 pairs, the civilian 
economy might be able to absorb the shock. However, the 
Army’s present plans for the boot will take approximately 


52 


one-third of the civilian cattlehide grain upper leather, 
after children’s shoe allotments are taken out. 

Many steps are being considered so as not to bring the 
civilian shoe output to an extremely low level. One of these 


would direct a percentage of the pigskin production to shoe: 


manufacturers instead of the handbag and novelty trade. 


Increase Cattlehide Soakings 


To produce additional quantities of upper leather, tanners 
are permitted to increase their soakings of cattlehide for 
upper leather during the months of February and March, 
1944, Harold Connett, assistant director of the War Pro- 
duction Board’s Textile, Clothing and Leather Division, 
announced today. 

The increase is authorized in an amendment to Direction 
No. 46 of the Conservation Order M-310, issued today to 
tanners of upper leather. 

This step-up in permitted cattlehide soakings is necessi- 
tated by recent directions to upper leather tanners requir- 
ing that they set aside specific quantities of leather suit- 
able for the Army’s new combat boot, as well as specified 
quantities of upper leather for use in the manufacture of 
infants’ and children’s shoes. 

The effect of these directions has been to reduce the 
quantities of upper leather available for producing other 
types of civilian shoes. To compensate, at least in part for 
this reduction, it is intended to allocate additional hides 
to upper leather tanners, who have been permitted, during 
the first quarter of 1944, to soak material in quantities up 
to 245 per cent of their 1942 monthly wettings. 

However, no change is made in the permitted rate of 
soakings for other types of cattlehide leather. 

Mr. Connett emphasized that there is no assurance that 
the increased rate of operation could be continued into 
the second quarter of 1944. 

The text of Direction No. 46, as amended, follows: 
Gentlemen: 

Pursuant to the provision of paragraph (c) (2) of Gen- 
eral Conservation Order M-310, Direction No. 46 is hereby 
amended to permit you to soak cattlehides for your ow 
account or for the account of others during the three 
months period ending March 31, 1944, in the following 
quantities: 

1. Upper leather—up to 245 per. cent of your 1942 
monthly wettings of cattlehides for upper leather. 

2. All other leather—up to 225 per cent of your monthly 
average wettings of cattlehides for all other purposes. — 

All previous amendments or modifications to Direction 
No. 46 are hereby cancelled. 
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Thank You, Mr. Bowles! 


—_—— 





OFFICE OF PRICE ADMINISTRATION 


Pederal “ffice Building Bo, 1 
February 17, 1944 
4. D. Anderson, 
t and Shoe Recorder 
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4 year ago thie sonth you publiehed the first iaforsa- 
tion en shoe rationing. Thie marked the beginning of « fine 
press educational jod,on an important wartine progres. 


Looking beck on the pest year, we at OPA ere greteful 
for the cooperation that you have given us. Undoubtedly ene 
of the biggest factors contributing to the smooth running of 
the shoe rationing program is the fact that senders of the 
trade heve bed « clear, concise emlanation of what they were 
expected to do. You have given thie explanation te the. 
Without your help it would have been impossible for us te 
reach thousands of dealers. 


I & you wight be interested to leara of an 
instance which proves the aeeistance thet you have been to us. 
In talking to an OPA enforcement investigator, I learned thet 
he finds comparatively few shoe dealers in violation of the 
rationing regulations. Seturally we were pleased with this 
report and asked him how he explained thet fact. Hie answer 
wee: “The trade press -- every shoe merchant knows whet is 
expected of him under rationing because the trade press hae con- 
sistently carried all important informetion about new develop- 
sente in the orogras.* 


In looking ahead I feel confident that your coovera- 
tion will be of continued benefit to the trade and te OPA. 


Sincerely, 


Olek, Bh, 


Chester Bowles 
Ad@ainietrator 














Order Limits Limitation Exemption!!! 


AMENDMENTS issued February 12 by the War Produc- 
tion Board to Conservation Order M-217, limit shoe manu- 
facturers who are exempt from production limitation by 
price lines (sounds like a lot of limiting) to those con- 
cerns not affiliated with any other companies, and to those 
companies whose production will not be increased by more 
than 50 per cent. 

“Production limitation by price lines” requires that man- 
ufacturers who have been producing shoes in two or more 
price groups must: continue’ production- of those various 
price lines; they may not concentrate their manufacture 
on any particular price group at the expense of the others. 
Manufacturers exempt from this limitation, however, may 
concentrate their production, within their quota, on any 
established price line; but they may not establish any new 
price groups. 

Order M-217 was amended on January 12 of this year, 
exempting from production limitation by price lines, estab- 

shoe manufacturers whose total production during 
any six-months period was less than $250,000, based on 
wholesale value. 

It was found that on the basis of these exemptions, how- 
ever, some companies were buying up cobblers’ shops which 
had manufactured a few pairs of shoes a year in order to 
expand them into larger enterprises, and secure the quotas 
of these shops. 

It is intended that the amendments issued today will 
prevent these practices and preserve the original purpose 
of the exemption. 

A further amendment to the order provides that when the 
stitch tear is made on an outsole which is cemented to a 
backer or midsole, the test shall be made of the combined 
assembly. 


March 1, 1944 


Announce New Ceilings on Rubbers 


New dollar-and-cent retail ceiling prices for waterproof 
rubber footwear—rubbers, arctics, gaiters and rubber 
boots—were announced by the Office of Price Administra- 
tion February 18. 

This footwear has been produced in recent months with 
an increasing substitution of synthetic rubber for crude 
rubber and with reduced amounts of reclaimed rubber as 
compared with the Victory Line footwear manufactured 
immediately following the outbreak of war. 

Because of demonstrated increased costs for this new 
type of rubber footwear, manufacturers and wholesalers 
were permitted to increase their maximum prices on Jan- 
uary 26, 1944, by approximately 9 per cent over the Vic- 
tory Line ceilings. 

The new retail ceilings now established reflect the 
actual dollar-and-cents increase in cost to the retailer and 
represent an average increase of 64 per cent over the 
maximum dollar-and-cent prices allowed on the Victory 
Line footwear. 

For these higher prices, the public will receive rubber 
footwear that will more nearly approach the wearing qual- 
ity of .pre-Pearl Harbor footwear than did the Victory 
Line product, OPA said. 

Five groups of ceilings are provided for different classes 
of retailers, depending on the discounts which they receive 
from manufacturers and wholesalers. A simplified table is 
provided, enabling a retailer quickly to determine his ceil- 
ing on any type of waterproof rubber footwear. 

On rubbers the ceilings range from 28 cents a pair for 
mail order sellers of women’s molded footholds to $2.78 
a pair for Class 1 sellers of men’s two-buckle werk rub- 
bers. 

On arctics the ceilings are from $2.08 a pair for mail 
order sellers of a child’s over-the-shoe boot to $5.25 a pair 
for Class 1 sellers of men’s five-buckle fleece-lined arctics. 

On gaiters the ceilings range from $1.44 a pair for mail 
order sellers of child’s two-snap rubber items to $1.88 for 
Class 1 sellers of women’s two-snap gaiters. 

On rubber boots the ceilings range from $3.32 for mail 
order sellers of men’s short 14-inch boots to $18 a pair 
for Class 1 sellers of men’s black body boots. 

This increase in retail ceilings is the minimum required 
by law and is necessary to assure the retailer adequate 
margins over his increased costs. 

The new ceiling prices are incorporated in a revision of 
the retail and wholesale regulation for certain rubber foot- 
wear. This revision was written after consultation with the 
industry and has been generally approved by the industry. 


* + * 


Hogskin Advisory Committee Named 


THE Office of Industry Advisory Committees, War Produc- 
tion Board, has announced the formation of the Whole 
Hogskin Industry Advisory Committee. F. A. Hayes has 
been appointed the government presiding officer. The 
membership is as follows: 

S. L. Agoos, Agoos Leather Companies, Boston, Mass. ; 
A. L. Fried, Garden State Tanning Co., New York; John H. 
Roser, Herman Roser & Sons, Inc., Glastonbury, Conn. ; 
Charles Spiegel, Kaufman & Falk, Inc., New York; F. 
Sturgis Stout, John R. Evans & Co., Camden, N. J.; Albeft 
O. Trostel, Jr., Albert Trostel & Sons, Milwaukee, Wis.; 
D. S. Van Santen, Karg Brothers, Inc., Johnstown, N. Y.; 
Louis Verza, Verza Tanning Co., Peabody, Mass.; Leon 
Weil, Weil & Eisendrath Co., Chicago. 

The first meeting of this committee was held on February 
17, 1944, 
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New England Shoe and Leather Asso- 
ciation Opposes Making Oil Treatment 
Mandatory 


New ENGLAND shoe manufacturers represented by the 
New England Shoe and Leather Association have flung 
themselves wholeheartedly into the fight against the issu- 
ing of a mandatory order by the War Production Board 
requiring all shoe manufacturers to use either the oil or 
wax treatment on leather soles—a move advocated by a 
few individuals in the OPA and some consumer groups 
before a recent meeting of the so-called Kilgore committee 
in Washington. Advocates of the order insist that at least 
some grades of sole leather would be given added dura- 
bility by such treatment. 

In a letter to the chairman of the committee, Senator 
Harley M. Kilgore, Louis H. Salvage, prominent New 
England manufacturer and president, as well, of NESLA, 
declared recently that “such action would definitely prove 
impractical in operation, would be impossible to enforce 
and would not accomplish what you, your committee, the 
OPA and WPB officials, and all shoe manufacturers want 
—namely, to give the consuming public the best and long- 
est wearing leather soles that are possible under war-time 
conditions.” 

Mr. Salvage points out that all leather soles cannot be 
treated with oil and that manufacturers who have experi- 
mented with the process have reported results not uni- 
formly favorable. Few tanneries or shoe plants, further- 
more, he said, have the facilities, equipment or manpower 
necessary even if the treatment gave uniformly good re- 
sults, which it does not. 

Mr. Salvage makes a special point of unsatisfactory 
results reported when soles attached by the cement process 
have been oil treated. He says: “It is unsatisfactory to 
date to oil treat soles which will be attached by the cement 
process, the claims of OPA’s Standards Division to the 
contrary. Under their method, cement is applied to the 
margins of the soles before the oil treatment. But in actual 
practice, the paraffin which accumulates to the edges of the 
sole must be wiped off, as paraffin is non-volatile and will 
not let the cement dry. The paraffin accumulates in the 
cleaning tank and loses its cleansing action. . . . 
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“Fourth, wax treatments for sole leathers have proven 
unsatisfactory in the cement shoe manufacturing process. 
Wax and pyroxylin cements are incompatible, and there. 
fore one cannot secure proper adhesion of wax-treated soles 
by the cement process. . . .” 

Mr. Salvage ended his letter by offering to send a delega- 
tion to Washington to confer with Senator Kilgore. Such 
a delegation, he declared, would be prepared “to prove the 
truth of the statements and claims made above.” 

What many manufacturers would like, if results of an 
abbreviated survey may be taken’ as representing the 
opinion of the industry, is a composition soling material 
which retains the durability of soles now being used but 
from which has been extracted that quality which causes 
it to leave black streaks on bare hardwood floors. Manu- 
facturers of women’s shoes, forced by the scarcity of sole 
leather to use this material, are beginning to hear from 
merchants who, in turn, have been having something more 
than pleasant conversations with their women customers. 
Manufacturers point out that perhaps Senator Kilgore 
would like to take this matter under his wing—an appro- 
priate suggestion, it is pointed out, since Senator Kilgore 
is said to be on record as having sponsored the idea of 
centralizing all industrial and chemical research in the 
hands of some yet-to-be-created government bureau. 

On other fronts the news is unchanged. Manufacturers 
are having the usual difficulty in getting leather far enough 
in advance to lay out their production schedules; and 
some of them, remembering the delay in delivering whites 
last year, are asking their merchant customers whether it 
would not be advisable for them to forget for a time the 
delivery of black shoes now on order, thus permitting the 
manufacturer to advance delivery dates on white footwear. 


Seca Gorte 


And the Metropolitan Area 


DIFFICULTIES are developing a kind of humorous phi- 
losophy among manufacturers in this area. They continue 
to put their backs into keeping in business and doing the 
best they can humanly manage in supplying their custom: 
ers. Recognizing that the interest and “glamour,” as they 

[TURN TO PAGE 56, PLEASE] 
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frequently call it, has gone out of the women’s shoe busi- 
ness for the duration, they are making the best of the situa- 
tion, sometimes with considerable dry humor. “We 
haven’t any troubles here,” said one of these quality manu- 
facturers recently. “Our only troubles are getting shoes 
out, getting enough material, getting enough help.” 

Individual manufacturers tell a story that is not all 
gloom. “Our production is cut to only 30 per cent,” re- 
ports one such, “but we are fortunate in getting enough 
leather to meet that quota.” Looked at from the basis of 
this new production level, he feels that he is getting along 
right. Contrary to many reports, some manufacturers say 
that their customers are very understanding of their difh- 
culties. 

Factories are continuing to use a variety of leathers, 
whatever they can get. The manufacturers who can get 
reptiles consider themselves to be very fortunate. Smooth 
leathers and suedes are being cut, and also a certain 
amount of patent leather. White suede and some crushed 
white kidskin is going through the factories now. The 
preference seems to be for suede, although one maker of 
sandals prefers to make the crushed kidskin for the prac- 
tical reason that it does not soil so readily in the plant. 
Spectator pumps . . . all-white, of course .. . and sandals 
are cited as the most popular patterns. Unlined spectators 
in black and brown are best-sellers with some style houses 
right now. The demand in all types is for both high and 
low heels . . . 12/8 and 14/8, but the 21/8 height is the 
more popular of the two. 

Play and casual shoe factories in this area are very busy 
turning out both rationed and unrationed types. Better 
soles and constructions should make the unrationed shoes 
more satisfactory merchandise than a year ago. Some 
children’s play shoes are now being made by a few of 
these factories which formerly made only women’s. There 
is a recognition for the need of a better type of children’s 
play shoes. Among maker’s of children’s regular’ rationed 
footwear, conditions remain unchanged. 


L ¢ , 
And the Northwest Trade 


THERE are some manufacturers who are taking a very 
,Sloomy view at present of the leather outlook. Not only 
are they more handicapped than ever before by lack of sole 
leather, but they see no easing of the situation. Consider- 
able apprehension has been caused by the government de- 
mand for the new high combat boots, which require con- 
siderably more leather per pair. There are those who think 
that before long there will be hardly any calfskins available 
for civilian men’s footwear. 

Other shoemen, taking a more optimistic view, believe 
that some kind of equitable adjustment will be arrived at. 
They take comfort from the fact that of the total 459 
million shoes turned out in 1943, 414 millions were avail- 
able for civilians. And of this latter figure 30 million were 
in non-rationed categories. Prophecies are being made that 
at least 10 per cent of the 1944 production will be on cou- 
pon-free merchandise. 
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Of course there is another angle to complicate the civil. 
ian picture and that is the numbers of shoes which the 
government may take over for Lend-Lease purposes. Almost 
without exception, each new country which has been taken 
over by the Allies has asked for footwear for its people, 
Those who are concerned over this probability maintain 
that this will give impetus to development and improve. 
ment of substitute materials. They believe that we are only 
on the frontiers of chemical knowledge, that the postwar 
era will see breath-taking strides made in chemical develop. 
ments of all kinds. 

Some houses are toying (in their thinking) with the 
idea of making more extensive use of pigskin for footwear. 
However, that will mean a complete change in the handling 
of these hides, for today the skins are scalded when taken 
off the animal and that method of removal spoils them for 
leather purposes. At the stockyards a worker can only 
remove five or six in an hour without scalding and the 
labor cost is considerable, so the packers have not found 
it profitable to turn them over for leather usage. How- 
ever, there are lower end shoe houses who say that they 
have used pigskin in $3.50 welt shoes and they have proved 
very satisfactory. So there is the possibility that something 
may develop in time in pigskins if calfskins should con- 
tinue to become increasingly scarce. 


SF Cows 


And Adjacent Shoe Centers 


LEADING St. Louis shoe men indicate that the supply and 
demand situation affecting the women’s shoe business is 
swinging back to more normal lines. Though their produc- 
tion. problems are still tough and are expected to grow 
more acute during the next few weeks, they find at the 
same time that retailers have experienced a sufficient set- 
back in business to cause them to alter their demands for 
shoes at least for the time being. 

The caution which large retail operators began to display 
as early as last November appears now to have spread se 
that even smaller dealers are rearranging their buying 
programs and shaping them to their current sales. Thus 
the intense scramble for shoes appears to have passed. Here 
and there a cancellation is reported and complaints on 
wear are increasing; all signs of a change in demand. 

Trade reports during February show that the month was 
a comparatively dull one at retail, but it was noted that 
the drop in business was more pronounced in the cities 
than in the smaller communities. 

St. Louis manufacturers don’t anticipate a sudden swing 
to a so-called buyers market, but they do indicate that 
they are very conscious of the fact that the success of the 
new fall selling season for which they now are preparing 
will depend upon a certain amount of freshness in their 
lines. They know that women are tiring of the same pat- 
terns and colors, that dealers need the stimulus of some- 
thing new to offer. So within the bounds of the restric- 
tions, every effort is now being made to rebuild their lines 
in such a way as to make them appear fresh. Most of the 
new styling is centered around last changes. shifting of 
bows and perforations. 

Many of the new fall style lines in St, Louis will be 
completed by the end of March. In fact a number of them 
will go on preview the last week of March, when a group 
of St. Louis houses will have displays at local hotels 
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The success story of the Carmo Shoe 


Company bears repeating! /t is 





a fascinaiing tale of the ever-increasing 
popularity of young Carmelletes 
and Carmellos! Their fame hos spread from 
coast to coast, fanned by consistent 
advertising in national magazines! 
That's why wide-awake deolers are 
alert to the unlimited post-war 


possibilities of obtaining franchises in their city. 
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or of reptile when available. Mandel’s 
recently advertised alligator lizards 
with large envelope bags to match. 
Dressy pumps with open toe and sling- 
backs were the featured styles. Man- 
del’s continue to stress their wide 
variety of coupon-free shoes. A large 
and varied display in the department 
attracts a steady clientele who can 
find both staple styles of synthetic- 
soled footwear as well as a large 
variety of play shoes. Tying in with 
the current theatrical hit “Oklahoma” 
Mandel’s captioned an ad: “Look! 
Calf Spectators with a Fringe on Top” 
—a walled last, classic pump with a 
fine line of leather fringe outlining 
the straight toe. Field’s announced 
“We've still got the Blues,” to inform 
their customers that a variety of navy 
shoes was available in sandals, pumps 
and oxfords, fashioned variously of 
calf, kid, gabardine or suede. 


* * * 


SUIT SHOES FEATURED IN 
SAN FRANCISCO STORES 


THE tendency of the better class of 
shoe stores in San Francisco to stress 
quality merchandise is becoming more 
marked, and merchants are endeavor- 





ing to resume their policy of standard 
merchandise as fast as war conditions 
will permit. Wages continue high in 
the Bay area, and money is plentiful, 
so the chief problem confronting shoe 
men is still the difficulty of securing 
as much replacement. stock as they 
can use. One small, but long-estab- 
lished shoe merchant selling only 
men’s shoes said that although he 
could not keep the reserve stocks of 
standard shoes to which he had~al- 
ways been accustomed, manufacturers 
were making prompt, if smaller deliv- 
eries, to enable him to serve his old 
customers with quality shoes. 

Spring styles in women’s shoes are 
being featured. They include a 
dressy new suit calfskin, with a me- 
dium heel for walking which has an 
open toe and a buckle strap over the 
instep. Another is a reptile fashioned 
into another suit shoe, with a closed 
heel. The high tie front with open toe 
and eyelet cut-outs give the shoe a 


dressy light look. It is seen only in 
brown reptile. Also in brown is a 
d’Orsay pump in snakeskin, with high 
heel and open toe. 

Postwar plans for the development 
ot San Francisco’s trade are now un- 
der way, to be directed by a large 
committee of leaders of the San Fran- 
ciseo Chamber of Commerce. An 
eight-point program has been formu- 
lated to embrace trade area confer- 
ences, market analysis, market shows, 
improvement in transportation and 
storage facilities, and a friendly work- 
ing relationship with commercial or- 
ganizations in the trade area. 

“The Road Map to a Greater San 
Francisco,” an outline of postwar 
projects, was featured in a two-weeks’ 
window display, comprising nine of 
the main show windows of the White 
House. Background of each window 
display was a photographic mural of 
the area for which the project dis- 
played is designed. Proposed im- 
provement material was displayed on 
the floor of the windows with ribbon 
markers to the exact location on the 
photograph. 

When the Ballet Theater was pre- 
senting its recent season of ballets in 
San Francisco, Impresario Sol Hurok 
took a number of dancing shoes to be 
resoled. He was informed that if he 
waited for them they would be ready 
in twenty minutes. “But I can’t wait 
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Pumps with sling backs tie in with 
bareback fashions, according to Jos- 
eph Salon Shoes, Chicago, Ili. 
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for them,” replied the busy Ip. 
presario. “In that event,” replied the 
courteous attendant, “the shoes yil] 
be ready in a little over two weeks.” 
Mr. Hurok waited. 


* * 


SPRING SHOES SELL 
IN BOSTON 


EARLY Spring shoppers have made 
their appearance in Boston’s shoe 
stores and departments, and mer. 
chants are almost unanimous in de. 
claring that blue is the most wanted 
They are also unanimous in 
deploring the fact that there are not 
enough blue shoes to go around. Pat- 
tern, they say, is relatively unimpor- 
tant; it is the color which has assumed 
tremendous importance. These blue 
shoes are not being pushed by any of 
the merchants. Women simply come 
in and ask for them. 


color. 





William Filene’s Sons Co. opened 
the season, in fact, with a display of 
shoes approximately 75 per cent of 
which were black and the remainder 
brown. Included in the leathers were 
black patent, black and brown smooth 
leathers and brown reptiles. Patterns 
included plain pumps with open toes, 
sling pumps and modified oxford. 
types, most of them with fairly high 
heels. This store also included pink 
fabric bedroom slippers in a recent 
store-wide promotion of a color called 
“Cupid Pink.” There were also slip- 
pers of blue and green. 

Thayer McNeil has been promoting 
“Tailored Walkables for Early 
Spring,” a windowful of oxfords, some 
on round toe lasts, others made over 
the walled last—in plain toes and with 
tips. Included, also, were walking 
shoes carrying the moccasin pattern. 
All were made of brown leather. 

The Solby-Bayes Company reports 
business good on blue, followed by 
patent, smooth black and brown. Here 








the demand has been for pumps and 
oxfords, both with low heel. A new 
development, it is also reported, is the 
demand for 16/8 heels, a height which 
lends itself to walking and which can 
also be worn on more dressy 0 
casions. 
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Nisan ae a big seller, Dr. Scholl's 
Foot Powder sales this year will 
smash all records. Millions of people, 
more active on their feet than ever in the 
past 20 years... in war plants, factories, 
offices, farms, etc. ... will have more need 
than ever for Dr. Scholl’s Foot Powder! 


The national advertising we are put- 
ting behind Dr. Scholl's Foot Powder 
this year is the greatest in our history. It 
is appearing in many large circulation 
magazines, including: 

Ladies’ Home Journal... Good Housekeeping 

. «+ Woman's Home Companion . .. McCall's 

.. + American Magazine... Life... The 

Saturday Evening Post... Collier's... Parade 

... Parents... True Story... Modern 

Magazines .. . McFadden Women's Group. 

In addition—Nancy Sasser’s “Buy Line” col- 
umn in 44 large Sunday newspapers and more 
than 100 daily newspapers . . . total circulation 
of MORE than 70,000,000! 

Stock up NOW with Dr. Scholl’s Foot Pow- 
der and tie up to our huge advertising campaign 
by constantly keeping this fast-mover on display. 


THE SCHOLL MFG. CO., Inc. 


213 W. Schiller St., Chicago - 62 W. 14th St., New York 


FOR EXCELLENCE IN WAR PRODUCTION 


LARGEST-SELLING 
FOOT RELIEF OF 
ITS KIND IN 
THE 
WORLD! 





Industry Asks for Better Brea 
On Sole Leather... 


SHOE manufacturers and retailers alike 
are gravely concerned over problems 
that threaten them as a result of the in- 
creasingly acute shortage of sole leather 
available for civilian footwear. Many shoe 
men have been giving serious considera- 
tion to the subject and carefully weigh- 
ing the possibilities of various plans that 
have been suggested for ameliorating the 
critical sole leather situation as it re- 
lates to the manufacture of essential 
shoes for the civilian population. For 
the first time, an official spokesman for 
the shoe manufacturing industry has 
been willing to discuss for publication 
the basic facts that underlie the differ- 
ences which have arisen between shoe 
manufacturers, the repair trade and some 
of the officials of OCR over allocation of 
civilian sole leather and to state in clear 
cut terms the position of the shoe manu- 
facturing industry. 

What the shoe manufacturers are ask- 
ing for, according to William W. Stephen- 
son, newly appointed executive vice- 
president of the National Boot and Shoe 
Manufacturers Association, who replied 
to a number of questions on the subject 
at his first press conference February 11, 
is a readjustment in the division of sole 
leather between shoe manufacturing and 
the repair trade which will more ade- 
quately support the rationed and regu- 
lated program of shoe manufacturing 
and shoe distribution, itistead of sup- 
porting the relatively free shoe repair 
industry and allowing shoe manufacturing 
only the residue of sole leather, left over 
after the needs of a fabulously inflated 
repair program have been met. 

Following an investigation that cov- 
ered several weeks, Boot AND SHOE 
RECORDER published in its issue of Feb- 
ruary 1 (page 28) a review of this con- 
troversy, so far as the facts were ascer- 
tainable, up to that time. These facts 
were assembled in Washington. Shoe 
manufacturers who were interviewed de- 
clined at that time to discuss the matter 
for publication. Some of them said they 
had been requested by WPB to refrain 
from doing so. 

When Boor anno SuHoe Recorver 
asked a number of shoe manufacturers 
for their viewpoint on the existing divi- 
sion of sole leather as between shoe 
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Manufacturers Hold Repair Trade Now 
Has Distinct Edge in Division of Supply 
Available for Civilian Use—OCR Asked 
to Give Rationed and Strictly Regulated 
Civilian New Shoe Program Necessary 
Support in Allotment of Critical Leather. 


manufacturing and shoe retailing, this 
publication was referred to the report of 
the Shoe Industry Task Force Committee 
submitted to WPB last November. At- 
tempts to obtain a copy of the report 
were unavailing, however, and in re- 
sponse to requests for a copy, RECORDER 
was informed that War Production Board 
had asked that the complete text be 
withheld, although an OWI press re- 
lease summarizing the report was issued 
at the time the latter was submitted. Up 
to this writing the complete text of the 
report is still withheld, although Shoe 
Service, official organ of the National 
Leather and Shoe Finders Association, 
some weeks ago published an article ana- 
lyzing its contents in considerable detail. 


Finders’ Association Active 


One cannot go very far in the investi- 
gation of this subject of sole leather allo- 
cations without crossing the trail of the 
National Leather and Shoe Finders As- 
sociation, for this organization apparent- 
ly has played an important role and 
wielded considerable influence in shaping 
some decisions that have been arrived at 
in Washington. The association was a 
strong, well financed, efficiently managed 
und smoothly operating organization long 
before Pearl Harbor; its activity, in fact, 
dates back to before the national defense 
program or the beginning of World War 
II. Its representatives are in Washing- 
ton much of the time and, in the familiar 
capital expression, “know their way 
about” in various government agencies 
and in Congressional circles. While shoe 
manufacturers and shoe retailers were 
adhering steadfastly to a wartime policy 
of complete cooperation with government 
agencies in the enforcement of produc- 
tion restrictions, rationingand other 


wartime regulation, even to the point 
where cooperation hurt, the association 
representing the shoe repair industry was 
industriously and very effectively protect- 
ing the interests of the shoe repair trade 
and the finders and supply houses who 
furnish materials for shoe repairing. 


A Substantial Industry 


One suspects that the “humanitarian” 
motives of powerful Washington person 
alities may have aided the representa- 
tives of the repair trade, not only in pro- 
tecting but in advancing the interests of 
a group that was commonly classed as 
“small business.” But while the average 
repair shop may be, and usually is, a 
relatively small unit, let no one gather 
the impression that the industry in the 
aggregate is in any sense “picayune.” The 
shoe repair trade, as an industry, is im 
reality, Big Business, if indeed, aay 
branch of the footwear industry is to be 
so regarded. 

In any event it is obvious that the ques 
tion of how much critical sole leather 
should be allotted, during this difficult 
war period, to the shoe repair trade, and 
how much to shoe manufacturing should 
be approached and decided, on its mer 
its. It is a question that should be deter 
mined in complete fairness to shoe mant- 
facturers and shoe retailers. on the one 
hand, shoe repairmen on the other, and 
certainly with due regard for the inter 
est of the American civilian population, 
including the vast army of war workers 
and employees in essential industries 
Their foot health and physical efficiency 
is a matter in which the nation is vitally 
concerned and their ability to supply 
their needs for new shoes of good 
ity, comfort and durability has already 

[TURN TO PAGE 62, PLEASE) 
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njamps marked G-E, you 
cet all the benefits of 
over 50 years of General 
Electric Lamp Research 


DON’T FORGET... the creed of General Electric Research ' 


isto make G-E lamps Stay Srghter Louger " 


Hear the General Electric radio programs: “The G-E All-Girl Orchestra”, Sunday 10 p. m. EWT, NBC; 


March 1, 1944 


Y 
GE MAZDA LAMPS 


GENERAL BELECTRIC Se wn sou 


“The World Today” news, every weekday 6:45 p. m. EW’T, CBS. 
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Industry Asks for Better Break 


been sharply curtailed through ration- 
ing. When these people and their chil- 
drén go into the market for new/shoes, 
.as they necessarily must do from time 
{to time, it is in the nation’s interest as 
well as their own that they should be 
able to buy good, practical serviceable 
shoes with bottoms adapted to the job re- 
quired, so far as this is compatible with 
proper “provision for the requirements 
of the Armed Services. 

In this latter connection, it should be 
distinctly understood that the efforts now 
béing made by shoe manufacturers, with 
the sympathetic understanding and back- 
ing of the retail shoe trade, to obtain 
what they regard as a more equitable al- 
lotment of sole leather, is in no way 
involved with the question of how much 
leather is‘to be allotted to the Armed 
Forces or’ Lend-Lease. Allotments for 
these purposes are made first, and ll 
that the shoe manufacturers are asking is 
a reasonable and equitable share of the 
balance available for civilian use.’ 


; 


Repair Leather Increased 


Neither is it the desire of anyone to 
‘deprive the shoe repair men of a reason- 
able and equitable share of the available 
supply of the sole leather that constitutes 
the most important material used in their 
trade. As a matter of fact, the repair 
trade received in 1943, under critical 
wartime conditions, a greatly increased 
supply of vegetable and chrome tanned 
bends for its use as soling material over 
what it received in 1942, when conditions 
were less acute, the average number of 
bends allotted to. the repair trade per 
month in 1943 being 321,000, as against 
207,000 in 1942. 

During the five-year period 1937 to 
1941, the repair trade received approxi- 
mately 19 per cent of the civilian sole 
leather and new shoes received 81 per 
cent. During November and December, 
1943, when the repair trade claimed to 
be getting less than its rightful share, 43 
per cent of the available vegetable sole 
leather for civilian use went to repairs 
while 57 per cent went to new shoes. 

These figures were supplied by Mr. 
Stephenson when he gave an interview 
on this subject, along with others, at a 
conference with representatives of the 
trade press. He explained that determi- 
nation as to the quantity of sole leather 
given to the repair trade in relation to 
the quantity available for new shoes is 
made by the Office of Civilian Require- 
ments, which is an agency under the 
jurisdiction. of War Production Board. 
The policy of OCR, according to Mr. 
Stephenson, has heen to protect and sup- 
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port a vastly increased repair program 
and to allow the residue of sole leather 
to go to the new shoe industry. 


Basis of Leather Allotments 


Under the existing arrangement, it is 
apparently the intention of Office of Civil- 
ian Requirements to divide ‘the civilian 
sole leather between repairs and new 
shoes on a three to five ratio, based on 
an assumed supply of 800,000 bends per 
month. In other words, 300,000 bends 
per month are to be allocated to repairs, 
with new shoes receiving the residue, pro- 
vided the total available supply is not 
more than 800,000 bends per month. 
Where overage exists beyond 800,000 
bends per month, it is proposed o divide 
this average on the basis of one-half for 
new shoes and one-half for repairs. In 
case the supply falls below the figure of 
800,000 bends per month, the manufac- 
turing industry might find itself con- 
fronted with a reduction in its ratio, 
whereas the repair trade would presum- 
ably continue to receive its assured mini- 
mum of 300,000 bends. In other words, 
the shoe manufacturer and the shoe re- 
tailer, who have already been subjected 
to the rigors of rationing while the repair 
trade has not, might have to bear the full 
hardship of any further narrowing of 
the supply, whereas, the shoe repair 
trade has virtual assurance of a very 
generous allotment. 

Shoe manufacturers would go along 
willingly with some increase over 1942 
in the amount of sole leather going to 
the repair trade, but they see distinct 
danger if the rate of increase in shoe 





Official Rosette for 


Father’s Day Promotion 





New York—The Fathers’ 


Day Bond 
Drive (June 18th) will have this lapel 
flower made of war stamps to boost it 
along. The official War Stamp Rosette 
has four 10c war stamps, retails for 50c 
and can be worn by both men and 
women. Names of distributors may be 
obtained from National Father's Day 
Committee, 9 East 41st St., New York 17. 













repairing that has resulted under 
present formula for dividing the » 
leather supply is ‘Supported by OCR. 

Shoe retailers today are being 
to accept more and more comp 
soles and will undoubtedly have 
more shoes carrying such soleg 
sole leather situation becomes more 
Use of such soles is necessary as g 
time emergency, and the retailer, 
function it is to buy and sell me 
dise, must necessarily buy and sel] way 
ever he finds available in the market By 
the shoe retailers have a definite i 
legitimate stake in the fair, equitable iol 
wise solution of this problem of; 
leather allotments between the m 
turing and repairing branches of thé 
dustry, since this decision will 
determine how many composition 
shoe manufacturers will be compelled: 
put on civilian shoes including 
types, in 1944 and 1945, and how 
shoes will be available for retail dist 
tion. Naturally shoe retailers are no 
eager to accept dress shoes with com 
position soles. A recent RECORDER sur 
vey indicated that 69 per cent of the 
merchants questioned believe retailers 
will have to take drastic markdowns on 
the so-called war models in shoes when 
the war ends. 

The philosophy behind the attitude of 
OCR in thus encouraging such an ex- 
traordinary increase in shoe repairing at 
the expense of the manufacturing and 
retail branches of the industry ‘has been 
the philosophy of “make it do, wear it 
out,” or in other words conserve shoe 
materials by getting old shoes fixed up 
and making them serve a little longer. 
Up to a certain point, this theory is uw 
doubtedly sound. Most shoe manufac 
turers feel, however, that beyond that 
point and to the extent that it is now 
being applied, it is impractical and uw 
realistic. Good sole leather is being 
wasted to repair shoes that have little 
wear left in them, and which could be 
serviceably resoled with a composition 
sole or some other synthetic material. 















No Relaxation on Styles 

New York—So far there seems = 
hope of any changes or amendments in 
wa eee under M-217 which would 
provide relaxation of those more irk- 
some provisions. Rumors were current 
for several weeks that requests for 
changes made before a WPB hearing . 
in January would be granted very soon. 
Now these anticipated changes seem 
farther away than ever and it 1s re 
ported that those in authority are ad- 
vising shoe manufacturers not to count 
en them when planning for the first 
fall run of shoes. 

Fervent pleas were made on behalf 
of moccasin front shoes for men and 
boys and children. Manufacturers were 
supported by retailers in their efforts 
to have these moccasin types restored. 
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CLEAN MACHINES AND GOOD 
LUBRICANTS WILL RESULT IN: 


®@ Reduced wear and breakage 
@ More continuous production 
@ Reduced power consumption 
@ Smooth running machines 

®@ More and better work 


OIL IS AMMUNITION — 


The right lubricants, the means for pro- 
perly applying them and wiping cloths for 
keeping machines clean, are fundamental 
tools for protective maintenance. 


Methods of carrying out machine main- 
tenance may vary, but the adequate equip- 
ping of an individual concerned with 
machine care, whether he be operator or 
full time maintenance man, is as essential 
today as bullets or field rations are to 4 


soldier. 


USE IT WISELY — BUT USE IT! 


TAKE GOOD CARE OF WHAT YOU HAVE 


lubricants properly used Se 
will help prolong the life of 

shoe machinery. In these 

critical times, conservation 

is vital. Make oi! your 

Ammunition. 









































Wearability Features Summer Shoes 
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leathers. Some tanners have discon- 
tinued production of patent entirely; 
others are producing only a fraction of 
their former amounts. The tendency 
on the part of manufacturers is to sub- 
stitute production of semi-dress ox- 
fords, such as the side lace tie shown 
here, or a three-eyelet loopless ghillie 
for strap and pump patterns, or, in 
many cases, to use brown elk or what- 
ever white they can obtain for pump 
and strap patterns. 

The white situation is also extremely 
difficult, with manufacturers unable to 
obtain sufficient quantities of white 
leathers in the weights they are ac- 
customed to use. The WPB order re- 
ferred to above should result in an in- 
crease .of available white kidskins and 
goatskins for children’s shoe manufac- 
turers; these leathers, however, go into 
infants’ shoes primarily, and were 
never intended to be used in shoes 
which are subject to harder wear by 
children who are already walking. The 
recent survey of civilian goods made 
by the American Home Economics As- 
sociation completely ignored this fact 
when they compared a “new stock” 
white kid shoe for a two-year-old with 
an “old stock” white elk finished cat- 
tlehide shoe of the same make, and 
branded the former as unsatisfactory. 

The important fact to remember here 
is that there has been no permission 
by WPB to put white cattlehides into 
process; these leathers are no longer 
being tanned for shoes. This type of 
unfavorable publicity is doing irrepa- 
rable harm to the industry; outsiders 
do not realize that the shoe industry is 
working under great handicaps and is 
producing the best quality product pos- 
sible under the circumstances. The or- 
der allocating more leather to chil- 


dren’s shoe manufacturers will not 
make available white calfskins or elk 
sides which are of the weights gener- 
ally used in shoes for older children, 
misses and girls. White buckskin, 
which might have been used for these 
shoes, is almost entirely consumed by 
manufacturers who are making shoes 
for the Navy; hence, the amount of 
this leather available for civilian manu- 
facture is extremely small. 

Some tanners, foreseeing the short- 
age of white cattlehides, have been 
working with pigskin, producing a 
leather which can be scrubbed clean, 
is available in ail weights and could 
to some degree replace white cattle- 
hides. Quantities of this white pig, 
however, are also limited, and this 
leather can be used only to supplement, 
rather than to replace, other tannages. 

What does this mean to you as a 
retailer? It means, primarily, that 
many of your customers will not buy 
white shoes for their older children. 


Retailers have been looking at ot) 
lines to maintain volume lost on 
ular children’s shoes. Some of 
have thought it advisable to show ¢} 
dren’s play shoes, unrationed, as ex 
shoes for the Summer which may tj, 
some of the burden off the reg 
children’s shoes. Because these shoe 
contain no critical materials, they 
available in bright colors—red gabe, 
dines, checked or figured fabrics, et 
and they offer the one bright, cok 
note in shoe lines which otherwise 
more or less standardized. 

Again let us say a word about § 
ting. The shortage of children’s shox 
may tempt some retailers to sel] 
near-fit if one is available while a 
exact fit is not. This is a dangeroy 
practice, both from the standpoint ¢ 
the child’s foot health and that of th 
customer’s good will. It is far bette 
to allow a child customer to leave the 
store without a purchase than to put 
the foot into a shoe that may cans 
discomfort now and harmful results 
later. 





A Spring Style Program 


White shoes are not an absolute neces- - 


sity for children past the toddling 
stage. The white kidskins and goat- 
skins will be available for use in in- 
fants’ shoes—where they belong. For 
the older age groups, sell a brown 
shoe. Children’s clothing for Summer 
is usually made up in pastel cottons; 
brown shoes can supplement these pas- 
tels in pleasing combination. Mothers 
can be sold on the idea of brown on 
the basis of sturdy shoes which do not 
need constant washing to keep them 
looking attractive. Suggest a high pol- 
ish or a coat of antique to add to the 
life of the leather; at the same time 
it will give the shoe a different look 
that will make up in the youngster’s 
mind to some degree for the loss of 
white. 





Playtime sandals for the younger crowd, with flexible wooden soles and colorful 
braided stripping. From George H. Rosen Shoe Mfg..Co. Mr. Rosen, for many 
years a shoe wholesaler in Boston, recently established the firm. 
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the picture as much as ever. Their 
ratio to the more conventional patterns 
is expected to be unchanged from last 
season, though some manufacturers 
as well as merchants, believe that 
there may well be a let-down in de- 
mand for these, not because of objec- 
tions to the perforations, which have 
become increasingly popular, but be- 
cause, again, of the soling material situ- 
ation. These, as well as many other 
Summer-weight types, look their best, 
of course, with light-weight soles and 
composition soles are not as good in 
these weights as they are in the heavier 
weights. Consequently, the _leather- 
soled types will probably be in better 
demand than will those equipped with 
the other-than leather soling material. 
The need to conserve sole leather is the 
key to much of what is now happening 
style-wise, in the men’s end of the in- 
dustry. 


In lasts there is still the narrow cus- 
tom, which the city man has liked for 
years, but which is running into keen 
competition put up by a wider toe, cus- 
tom-type last, and on which, as well as 
on shoes made over other lasts, quarter- 
broguing has taken the place of the 
wing tip. The Peel type last, borrowed 
from the English, is still good. All the 
old established lasts are holding over- 





Atkins Resigns from 
Fairchild Publications 


New York.—Announcement has been 
made of the resignation of Edward At- 
kins, footwear news editor of Fairchild 
Publications. This resignation is éf- 
fective March 6th. Mr. Atkins will as 
sume an organizational post in the shoe 
industry, details of which will be made 
known shortly. 
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Summe Shoes in 
Casual Lood 


[ATINUED FROM PAGE 31) 
the gen! run of this year’s merchan- 


gioned as to the probable effect 
market of a sudden ending of 

the yt, this buyer’s response was, “It 
woun’t have any effect on this year’s 
shoe business. It should be a 
year for this type of shoe no mat- 
tewhat happens.” The reason is that 
hing can take the place of these 





Uaretioned casual shoe available in 

white, powder blue, red and green 

gebardine and wheat linen. Hosiery 

linings and plasticized soles are other 

fectures of the “Airy" from the Life- 
Stride Division of Millus. 


shoes; nothing else is quite so soft, 
easy-going and comfortable; nothing 
else looks so right with casual clothes. 
The fact that rationed, as well as unra- 
tioned, fun shoes are selling well proves 
that women want them enough to pay 
a coupon for them. 

To the woman interested in having a 
variety of shoes and colors, the unra- 
tioned shoe with fabric upper and sub- 
stitute sole is ideal for both indoor and 
outdoor wear. The soles have been very 
much improved in quality over many of 
last year’s products and the entire 
shoe, in most cases, is more firmly con- 
structed and better finished. Substitute 
soles of several different kinds are 
being used. In addition to the impreg- 
nated woven soles, used in a number of 
the Shoes shown here, there are syn- 
theties, one of which is the product of a 
well-known rubber company and an- 
other is a government reject of mate- 
rial made for self-sealing gasoline 
tanks. A plastic sole in a wide range 
of popular colors is the special feature 
of another shoe shown here. And cork 
is back again in the picture on the clog 
sandal we have sketched. 

woman who gives up a precious 

coupon for her casual shoe expects 

one of two things in this shoe... 

that it is very sturdy, suited to 

use, or else that it is formal 

enough to wear with Summer evening 
and dinner slacks. 


March |, 1944 
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. .. to this letter from an Osteopathic Physician whose expe- 
rience with the Health Spot Shoe has been so satisfactory that . 
he prefers it to any other shoe: « 


made 
ears 1 have “ 
y ple study of f0° 


neir ill 
. j—being ; 


"For man 
conside nd 
troubles a 
effects on the = 
of my patients: 


g experience with 


1f my ion has taught 


foot troubles | mone 





Why do doctors take time from work-filled hours to write such 
letters as the one reproduced above? It is because they are 
genuinely grateful for the Health Spot Shoe, and we naturally 
are proud of the fact that the Health Spot Shoe plays an im- 
portant part in the wonderful work that so many doctors are 
doing in correcting foot problems. 


ATTENTION: ORTHOPEDIC SHOE FITTERS 


There never was a better opportunity for good shoe men who 
are anxious to do a better job for those who need correct shoes. 
Today there are many desirable openings in retail shoe stores 
due to men leaving for the service, that are worth investigating. 
If you are interested in making a change where you will have 
a etter opportunity to do a real service for your customers, 
we may be able to help you. Send for an application. : 


eS 





DANVILLE ILLINOIS 


MANUFACTURERS OF THE MOST COMPLETE LINE OF CORRECTIVE 
SHOES IN AMERICA FOR MEN, WOMEN AND CHILDRER 











Scranton—A Town That Can Take It 


[CONTINUED FROM PAGE 41] 


A corner on a certain page is reserved 
for it. Advertising is also placed four 
times a week in the other paper, thus 
keeping its name continually before the 
buying public of Scranton and nearby 
towns. 


A word about the geographical situ- 
ation of Scranton. It is the only size- 
able town between Wilkes-Barre to the 
South, Binghamton to the North and 
Elmira to the Northwest. Between are 
small towns, villages, agricultural com- 
munities. The Scranton-Wilkes-Barre 
area composes the 19th largest metro- 
politan area in the country, with a 
total population of 629,000. Wilkes- 
Barre draws roughly half of the pos- 
sible trade in this area, with the re- 
sultant 300,000 or 400,000 trading 
population considering Scranton as its 
first possibility. Trade comes to the 
city from a radius of 40 to 50 miles. 
The trade thus resulting is composed of 
all types of people—farmers, urban 
dwellers, small town inhabitants, with 
a resultant demand for all types of 
shoes, from the most conservative 
“Mama” types to high styled dress 
shoes. 

Lewis & Reilly’s fitting policy is 
easily explained. “We believe in 
length,” says Gordon Evans, who am- 
plifies this statement by explaining 
that “half the foot trouble is not foot 
trouble at all, but shoe trouble.” 
Chiropodists and podiatrists send many 
customers with prescriptions to the 
store, and Mr. Evans smilingly tells 
of the one who ended his prescriptions 
with the letters “P. L. P. W.” When 
questioned on the meaning of the let- 
ters, he stated briefly, “Plenty long, 
plenty wide.” 

Mr. Evans considers the children’s 
shoe shortage a particularly serious 
situation. The store, together with 
others in Scranton, has been hit by the 
shortage; inventories are greatly de- 
pleted and demand is increased. The 
store, as a service institution in the 
community, finds many customers com- 
ing to it for the first time in search of 
children’s shoes, indicating that they 
have tried and failed to get them at 
their regular sources. 

Giving manufacturers priorities, as 
WPB has done, is the first step toward 
alleviating the shortage, Mr. Evans be- 
lieves. But without manpower, manu- 
facturers are helpless to take advan- 
tage of the provision of more mate- 
rials. Skilled workers are needed; shoe 
manufacturing, according to Mr. Evans, 
has never been a highly paid craft. 
Therein lies the crux of the problem, 
for shoes themselves will not stand the 
strain of high wages in the manufac- 
turing end. They have not been glam- 
orized, as have hats and other items 
of wearing apparel, to the point where 
they can command exceptionally high 
prices. 
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Mr. Evans is a past president of the 


Middle Atlantic Shoe Retailers’ Asso- 
ciation, and at present is on the Board 
of Directors of that association. An 
association performs a definite func- 
tion in putting stores in personal touch 
with their sources of supply, he be- 
lieves; it helps to build friendships, and 
friendships are what count in times 
like the present. Mr. Evans has also 
been president of the Scranton Cham- 
ber of Commerce. 

The store is a friendly organization. 
A spirit of cameraderie prevails among 
the workers, and they are many. There 
is a feeling of unity and loyalty among 
the staff of Lewis & Reilly which has 
helped it always to live up to its motto, 
“Always Busy.” 





NSRA Announces Industry 


Conference Program 


New York.—National Shoe Retail- 
ers Association has announced the pro- 
gram for its Industry Conference, to 
be held at the Waldorf-Astoria Hotel, 
New York, March 7 and 8, as follows: 


TUESDAY, MARCH 7th, 1944 


10:00 A. M. 


OPENING PROGRAM—STARLIGHT 
ROOF 


JOINT MEETING OF ALL COM- 
MITTEES AND INDUSTRY 
REPRESENTATIVES 


Conference Theme—‘What Will We 
Do With Victory?” 


OPENING REMARKS 


Owen W. Metzger, President 
National Shoe Retailers Association 
VIEWS OF THE LAST INDUSTRY 
Joseph W. Holmes, President 
United Last Company 
(Question Period and General 
Discussion) 

WORLD LEATHER SUPPLIES 
Merrill A. Watson, Executive Vice-Pres. 
Tanners’ Council of America 
(Question Period and General 
Discussion) 

12:30 NOON—LUNCHEON PERIOD 
—STARLIGHT ROOF 
ADDRESS 
J. Edson Andrews, Consultant 
Shoe Section, Textile, Clothing and 
Leather Bureau, War Production 
Board 
ADDRESS 
Speaker (acceptance pending) 
2:30 P. M—AFTERNOON SESSION 
—STARLIGHT ROOF 
JOINT MEETING OF ALL COM- 
MITTEES AND INDUSTRY 
REPRESENTATIVES (Continued) 
“WHAT WILL MANUFACTURERS 
DO WITH VICTORY?” 
IRVING GROSSMAN 
I. Miller & Sons 


New York, N. Y 
L. V. HERSHEY 
Hagerstown Shoe & Legging Co, 
Hagerstown, Maryland 
A representative Men’s Shoe Manu- 
facturer (acceptance pending) 
(A period for general discussion and 
questions will be provided following 
each talk) 
“WHAT WILL RETAILERS bdo 
WITH VICTORY?” 
OPEN FORUM 
Conducted by 
OWEN W. METZGER 
Assisted by: 
IRVING EDISON 
Edison Bros. Stores, St. Louis 
Representing chain stores 
MILTON GOLDBERG 
R. H. Macy & Company, New York 
Representing department stores 
HAROLD F. VOLK 
Volk Bros. Co., Dallas 
Representing independent stores 
ADJOURNMENT 


x * * 
WEDNESDAY, MARCH 8th, 1944 


9:30 A. M.—12:30 Noon 
MEETING OF MEN’S SHOE STYLE 
COMMITTEE 
Carpenter Salon (4th floor) 
MEETING OF WOMEN’S SHOE 
STYLE COMMITTEE 
Room 4M (4th floor) 
MEETING OF CHILDREN’S SHOE 
STYLE COMMITTEE 
Room 4N-P (4th floor) 

12:30 Noon—LUNCHEON PERIOD 
ASTOR GALLERY—3rd FLOOR 
JOINT MEETING OF ALL COM- 
MITTEES AND INDUSTRY 
REPRESENTATIVES 
Address: 

HENRY J. TAYLOR 
Foreign Correspondent, Scripps- 
Howard Newspapers; Noted Econo- 
mist; War Correspondent; Radio 
Commentator and Author of the 
best seller—‘“MEN IN MOTION” 
(Mr. Taylor will be introduced by 
Mr. Everit B. Terhune, President 
of the Boor AND SHOE RECORDER) 

* * 7 


Summary Reports by: 
GEORGE B. HESS 
N. Hess Sons, Baltimore 
Chairman, Men’s Committee 
ALBERT WACHENHEIM, JR. 
Imperial Shoe Store, New Orleans 
Chairman, Women’s Committee 
GEORGE N. GEUTING 
Geuting’s, . Philadelphia 
Chairman, Children’s Committee 





Increase in 1943 Sales 


BLOOMINGTON, IND.— The _ indepen- 
dent shoe stores in Indiana showed a 12 
per cent increase in their retail sales 
during 1943 over their year’s total for 
1942, according to Indiana Business Re- 
view, published by Indiana University. 
This increase was slightly lower than 
the 15 per cent which was the average 
increase of all the major business 
groups in Indiana. 
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W: CERTAINLY WISH we could pull skilled 
workmen and materials out of hats! If 
that were possible, our story to all those retailers 
we sell and would like to sell would be vastly 
different. 


The development of Synthetic Rubber 
(GR-S) makes this basic raw material avail- 
able for essential products. We are using it 
successfully in the manufacture of our footwear. 
Frequently, it is difficult to obtain other im- 
portant materials, but that is just another prob- 
lem of the times. 





AS IN THE PAST, we shall keep you 
informed of any news pertaining to 
the rubber and canvas footwear busi- 
hess, either by mail or salesman’s call. 


FOOTWEAR FACTORY, WATERTOWN, MASS. 


If we could only 





do it like this! 


*‘Manpower’”’ determines the quantity of prod- 


ucts we can manufacture. All the available man- 
power we have, and can get, is being utilized to 
the fullest extent—fulfilling contracts for war 
equipment and meeting our accepted order obli- 
gations from regular customers on waterproof 
footwear and rubber soled canvas shoes. 


We are still trying to do the “hat trick,” and 
when we are relieved of present difficulties, it 
will be welcome news to our old customers and 
also, we hope, to those retailers we are now 
unable to serve. 


A DIVISION OF 


_REGoodrich: 


Ti tphie. 


Hood Rubber Co. 


FIRST IN RUBBER 
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IMMEDIATE DELIVERY 





Latest Spring and Early 


Summer Patterns 


WEAR TESTED SOLES—THAT WILL WEAR 
AS GOOD OR BETTER THAN LEATHER SOLES 








5053 Red Open Back 
5054 Green 7 " 
5052 Blue 

5050 Black - 
5057 White 


Also all as above in high heels. 
Also all as above in closed back- 
high and cuban heels. 


+ + + + + + + OH 9H 














. 
* 175 Red 
* 176 Green 
a 177. White 
* 178 Blue 
179 Purple 
* 190 Pat. Lea. Imitation 
+ 
Women’s Misses’ Child's 
* 4t.9 i2t03 9toll 
. 
+. 
B Width Only * | 
Price p10 Net F.O.B. * 
BOSTON * 
WHEN SENDING ORDERS, QUOTE COLORS, HEELS AND SIZES * 
PACKED IN 18 and 36 PAIR CASE LOTS—SIZES 3/7 - 4/8 - 5/9 
* | 
ROGERS BROS. SHOES INC. 
. 216 LINCOLN ST., BOSTON * | 
* | 








Buying Heavy at 
Michigan Show 

Detroit, MicH.—Volume of business 
transacted at the February Shoe Days 
sponsored by the Michigan Shoe 
Travelers’ Club in the Hotel Statler 
was considerably over that for the 
preceding February, according to re- 
ports from representative travelers. In- 
crease was largely caused by the recent 
release by the OPA of shoes in the 
lower-priced brackets without rationing 
for a limited period, and it was noted 
that stores in general are seeking to 
replenish their inventories, generally 


moving to the higher-priced shoes, typ- 
ically the five to six dollar lines. 

Patents were the leaders in the 
women’s, novelty field, with tans and 
gabardines coming closely after. Color 
preference appeared to be widespread. 
Spectator shoes in all available colors 
were notably big sellers also. Dealers 
reported definite signs of a shortage of 
patents stimulated by the heavy de- 
mand. 

Play shoes were big, as were chil- 
dren’s shoes, as far as stocks were 
available. 

Attention of the local trade is cen- 
tering now upon the coming Easter 


Show, which will be a three-day affair 
at the Hotel Statler, March 5-6-7, 





Elmer Kokenge Heads 
Cincinnati Club 


CINCINNATI, O.—Elmer Kokenge, 
well known in Cincinnati leather gir. 
cles, was installed recently as president 
of the Cincinnati Shoe and Leather 
Club. He is head of the Kokenge 
Chemical Company. 

Other officers installed were Charis 
Longini, Air Kushin, Inc., vice-preg. 
dent; E. E. Furstenau, E. E. Furste. 
nau & Son, secretary-treasurer; and 
George H. Schuette and Richard Will- 
mes, American Hide & Leather Com- 
pany, members of the Board of Gov- 
ernors. 


Shoe Man’s Poem Helps 
Sell War Bonds 


PHILADELPHIA, PA.—Louis J. Miller, 
associated with the shoe department of 
Snellenburg’s for the past 27 years, 
and now an assistant to the head buyer 
of women’s shoes, is the author of the 
poem entitled, “America’s Flag,” which 
helped to sell war bonds during the 
Fourth War Loan Drive. 

Composing poetry is one of Mr. Mil- 
ler’s hobbies, and “America’s Flag” 
was created while he was recuperating 
from a brief illness at home last year. 
The excellence of his creation was rec- 
ognized by Snellenburg’s, and it was 
reproduced on 10,000 envelopes which 
were supplied with bond purchases at 
the store during the Third War Loan 
Drive. Fifteen thousand more were 
made available for the later drive. 

Letters of congratulation on creating 
such a fine patriotic message have been 
received by Mr. Miller from Winston 
Churchill, Henry Ford, Cecil B. De- 
Mille and others. 

Mr. Miller has a son, Joseph, who 
enlisted in the Army fifteen months 
ago. He is in the Air Corps at Grand 
Island, Kansas. 


In Government Service 


San FRANCISCO, CAL.—Miss Helene 
La Balle, formerly advertising man- 
ager for Sommer & Kaufmann, has 
gone to Washington, D. C., in the gov- 
ernment service, and she has been suc- 
ceeded by Miss Helene Hickman, for- 
merly advertising manager for Mil- 
grim, in New York. Miss Hickman also 
served as copy chief for Lester Broz- 
man Company, and for the Bedell chain 
of stores. 


Resigns from OPA 


To Join Shoe Firm 

Sr. Louts, Mo.—A. E. Hector, senior 
price specialist for the St. Louis dis 
trict office of the Office of Price Admin- 
istration, resigned to become associated 
with the Vardaman Shoe Company 4 
vice-president in charge of sales. 
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Tanners Must Stress Selling After War 





Competitive Markets Will Again Appear After Rehabilitation of 
Europe, Merrill Watson Tells Milwaukee Tanners 


MILWAUKEE—Addressing the Tan- 
ners’ Production Club of Wisconsin on 
February 11 on the subject “Postwar 
Thoughts on the Leather Industry,” 
Merrill A. Watson, executive vice-pres- 
ident of the Tanners Council, empha- 
sized the difficulty of devoting much 
thought to postwar problems while the 
industry is entering what will probably 
be the most critical period in leather 
supplies. He expressed the opinion 
that it is none too early, however, to 
give thought to some of the matters 
with which the industry will have to 
concern itself in the postwar world. 

Speaking as an individual, and not 
for the Tanners’ Council, its officers, 
directors or members, Mr. Watson said, 
among other things: 

“Postwar thinking in other industries 
seems for the most part to revolve 
around consideration of markets and 
the probable expansion which may be 
obtained. The tanners’ picture of post- 
war leather markets is quite the re- 
verse. If tanners pause today to con- 
template postwar markets, they begin 
to think about the development of sub- 
stitute materials for leather and the 
strong impetus which has been given 
to this tendency by leather shortages. 


Study Economic Outlook 


“In considering what may be done by 
tanners about this prospect we should 
first examine the general economic at- 
mosphere likely to prevail in the prin- 
cipal markets for leather after the 
war. I think we may conclude that as 
soon as industry has readjusted itself 
‘to peacetime production and the major 
part of the rehabilitation of Europe 
completed, the shoe industry and other 
leather consuming industries will re- 
turn to the competitive practices which 
they were following prior to the war. 
As soon as we have restocked our retail 
shelves and satisfied demand, we shall 
again approach a point where output 
will slacken, unemployment become im- 
Portant, and price merchandising re- 
gain all of its old importance. In this 


‘March 1, 1944 


period we shall again have to sell our 
product, and we shall have to sell it in 
as tough a market as we have ever 
encountered in the past. 


Face Fight for Markets 


“It would seem, therefore, that we 
shall be faced with a fight to hold our 
markets just as other industries may 
fight for expansion. Expansion of 
leather markets will depend upon the 
bides and skins available, and will 
probably be out of the question. We 
shall have to design our plans for this 
fight on the needs and requirements of 
cur own trade based upon the natural 
advantages of leather, and not accept a 
ready-made program which would be 
suitable for almost any industry. In 
some cases we shall have to improve 
our product. In some of our smaller 
groups where the total consumption of 
hides or skins is relatively small, the 
action to be taken may be different than 
that of larger groups such as sole and 
upper leather which consume over 85 
per cent of the raw material. 

“We might pause for a moment to 
consider whether we as an industry 
have told the consumers of leather 
products in plain and forthright lan- 
guage why there is a leather shortage. 
Do they understand, for example, that 
the inability of the leather industry to 
produce enough leather is not due to the 
fact that we have inadequate capacity 
or labor or materials, but to the fact 
that (a) we are not getting as many 
domestic hides as we should; and (b) 
we are certainly not getting as many 
foreign hides and skins as are required; 
that we are today turning out a nor- 
mal leather output, but that over 40 
per cent of this cattle hide material is 
going for war purposes? 

“We should bear in mind, too, in 
thinking of postwar tasks that thére is 
a major job ahead of management in 
tne leather industry. We shall have to 
revitalize our entire organizations. Dur- 
ing the period of war controls, we have 
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WASHINGTON.—Production of boots, 
shoes and slippers, other than rubber 
for December, 1943, totaled 38,242,572 
pairs, according to a monthly release 
by the Department of Commerce, Bu- 
reau of the Census. This represented 
an increase of 5 per cent, compared 
with November, and an increase of 0.7 
per cent compared with December, 
1942. Production for the twelve-month 
period, January through December was 
461,573,189 pairs, 4.6 per cent below 
that for the previous year. 

Production of shoes for the govern- 
ment, including dress and work-types 
as well as women’s, amounted to 3,912,- 
772 pairs in December, a slight drop 
from the number produced the previous 
month. Comparison with December, 
1942, figures is not possible, since 
women’s shoes were not included in the 
latter. Total government shoe produc- 
tion for the year was 45,663,314 pairs. 

Men’s shoe output, both dress and 
work shoes, reached 6,400,941 pairs, 
substantially higher than that for No- 
vember, but decidedly lower than that 
for December a year ago. Production 
for the year was 83,584,170 pairs, 18.1 
per cent below that for 1942. 

Production of youths’ and boys’ shoes 
in December totaled 1,804,256 pairs, 
higher than both the November, 1943, 
and December, 1942, production. Total 

[TURN TO PAGE 86, PLEASE] 
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Colorful Shoes Leading on West Coast 





Demand Far Exceeding Supplies of Footwear in High Shades. Good 
Unrationed Shoes Gain Consumer Acceptance; 
Plastic Soles Selling 


Los ANGELES, CAL.—News stories 
which recently broke on the new shoe 
rationing program, together with news 
items dealing with scarcity of certain 
leathers and of a probable shoe short- 
age have all the earmarks of starting 
another period of scare buying. For 
the past six weeks, stores operating in 
the medium grades ($6.50 to $9.50) re- 
port a normal business; top grades have 
more customers than their resources 
can supply, while sales of rationed 
shoes retailing under six dollars are 
still somewhat slow. 

Springtime has always been a sea- 
son for colorful shoe selling in the Los 
Angeles area. Those stores which have 
stocks of Colorful shoes, rationed and 
unrationed, are finding their trade 
greatly stimulated. 

Early indications are that good un- 
rationed shoes retailing from $5.00 to 
$13.00 will gain more consumer ac- 
ceptance as the availability of ration 
stamps decreases. Several buyers 
pointed out that women buy about 
three pairs of shoes per year; they will 
thus be forced to supplement their shoe 
needs with the unrationed kinds which 
have both style and reasonable value 
appeal. Retailers, however, known the 
public is in a critical buying mood, and 
are careful not to add any “cats and 
dogs” to their stocks. 

Wanted shoes are getting so scarce 
some buyers are practising inner-store 
rationing by selling only a certain quota 
of shoes each day, to keep inventories 
above the danger mark. This quota is 
determined by the percentage of re- 
placements. 

It now seems that too many buyers 
went “down the middle of the road” 
in their style buying. City-wide, the 
demand for reptiles and high heel style 
shoes far exceeds the supply. Strong 
Spring selling clearly indicates the 
preference for open types, with 
D’Orsays taking precedence over an- 
klets. Low-heel wrap-arounds are 
strong, with unlined dressmaker walk- 
ing types taking the edge from more 
tailored types. In the volume trade 
there is no color story, but there is a 
very real pattern interest. 


Women are definitely interested in 
high colors. One store with a good 
stock of red calf sandals sold down to 
four pairs in the one day the shoe was 
shown in the window. Red, blue and 
green suedes are walking out in 
rationed shoes. Red alligator is most 
asked for, with an infinitesimal sup- 
ply. High colors sell as fast as they 
are put out with two stores purposely 
holding back colorful shoes as an occa- 
sional sales shot in the arm. 


Women started shopping for white 
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SUN FUN IN 
FLORSHEIM SPECTATORS 


\ Of course you'll find a way 









to the desert to soak up 

a little sun and you'll want 

\ spectators .. Florsheims of 
\ snowy white buck accented 

\ with army tan 
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S17 W. Seventh St. S416 Wilshire Blvd. 476 E. Colorado, Pasadena 


Women in Los Angeles started shopping 
for white shoes early this year, and 
Wetherby-Kéyser was on the spot with 
this advertisement of brown and white 
spectators. Indications point to an 
exceptional white season. 





shoes early, with more sales than usual. 
An exceptionally heavy white season is 
indicated, one which will be limited 
only by the goods on the shelves of the 
stores. 

Dealers operating in the middle and 
top grades forecast a lessening of vol- 
ume of business for the next three 
months, a situation which will grow in 
intensity. Their business will be limited 
by the amount of available merchan- 
dise. All are experiencing present dif- 
ficulties in getting their quotas of good 
shoes. As the war in the Pacific gains 
in intensity, military needs will take 
even a greater part of all transporta- 
tion facilities; consequently the move- 
ment of consumer goods will be greatly 
restricted. 

Recently there has been a better 
feeling in the trade toward plastic and 
composition soles. In the men’s field, 
those buyers who have restricted these 
soles to more rugged types are finding 
comparatively little sales resistance. 
Several buyers of women’s shoes are so 
well sold on plastic soles that they are 
guaranteeing the wear of every pair 
with not a complaint in several months 
of selling. 


Discuss Non-Rationed Shoes 
At Chicago Meeting 


CuicaGco, ILL.—At their regular 
monthly meeting held at the Morrison 
Hotel, the Greater Chicago Shoe Retail- 
ers’ Association again held an open 
forum discussion with particular atten. 
tion to non-rationed footwear and to 
merchandising plans for the postwar 
period. Carl Rurgstahler, president, 
quoted recently released figures which 
gave shoe statistics in price groups: 61 
per cent of the shoes sold in this 
country fell into the category of $2.59 
wholesale cost or under, while only 14 
per cent cost $7 and up to produce. Iy 
view of this enormous percentage of 
lower priced shoes, Mr. Burgstahler 
said it was most fitting that Rolland 
Feltman, president of Feltman & 
Curme, who operates so many shops 
carrying popular priced goods all over 
the country, should address them. 

Mr. Feltman devoted a large part of 
his talk to a discussion of non-rationed 
shoes. He emphasized that if a retailer 
carries shoes of this category he should 
sell only those which he is willing to 
back 100 per cent. He pointed out that 
one sure way to eliminate yourself from 
the business picture after the war is to 
carry shoddy merchandise today and 
give the customer no satisfaction in the 
way of guarantees. He made the point 
that, at best, non-rationed footwear isa 
gamble, not because there is not good 
footwear of this type to be had, but be- 
cause with the end of tationing, it is 
inevitable that the public will again 
seek the all-leather shoe. He main- 
tained, however, that there are excellent 
synthetics to be had, that constant im- 
provement is being made in chemical 
developments and that the day will 
come when the synthetic sole will meet 
with no customer resistance whatso- 
ever. At the present time, however, 
factories making non-rationed footwear 
confine their lines to two or three styles, 
and use several different types of syn- 
thetic soles interchangeably, depending 
upon what is available to them in the 
market. Factories of all categories, he 
said, are at the lowest point of their 
supplies today. They are steadily fall- 
ing further behind in their deliveries as 
the leather situation becomes more crit- 
ical and as more manpower is lost to 
war industries or to the armed forces. 

Mr. Feltman made a plea that no 
one patronize the black market in any 
phase of the industry. He stressed the 
fact that if every man in the shoe busi- 
ness would refuse to have any part in 
illegal transactions, the black market 
in the shoe industry would collapse. 

It is his considered opinion, Mr. Felt- 
man added, that the shoe industry 
should persuade the government to de- 
clare itself on the validity of shoe 
stamps. The continued uncertainty 
the dealine for the aeroplane stamp 
and No. 18 keeps shoe men in a state of 
confusion in trying to take a long view. 
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209 SOUTH STATE STREET © CHICAGO 4, ILLINOIS 
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Fsster Price Tickets 


(109 prices) in-stock 
Size of tickets 11/)” x 2/4" 


G CIRCULAR showing Easter Lilies display card 
eam, < with six hand lettered texts to select from: 


‘ready Feb. Ist. 




















“E” (Easter Egg) “A-1": Deep “V": White easel, 
Fuchsia & yel Lavender Tulip, bright pink 
design on white green design — border, green | 
background. pink background. stripes. 


Any selection of prices desired, list on request | 
6 Doz.—$1.25; 12 Doz.—$2.25 
(Canada, 6 Doz.—$1.40; 12 Doz.—$2.55) 
With store name imprinted 


12 Doz.—$3.85; 24 Doz.—$6.20 
(Canada, 12 Doz.—$4.35; 24 Doz.—$6.95) 


Check with order please, unless C.O.D. preferred | 


BOOT AND SHOE RECORDER 











For America’s Luckiest 
Women 


Every lucky woman who wears Bel- 
laire shoes tells other women of the 
utter comfort made possible by Bel- 
laire’s three proven features. 

Wise retailers feature Bellaires — 
the shoes that keep feet young look- 
ing and young in action. 


x*r* 


To maintain equitable distribution among our re- 
tailers, we cannot at this time establish new accounts. 


BELLAIRE SHOE COMPANY 


MAINE 


T KNEY 


PORTLAND 

















Retailers, Prepare Now! 


[CONTINUED FROM PAGE 39] 


individual volume is over $30,000 per year, has decreased 
22 per cent. I have seen predictions based on these fig- 
ures that the trend is toward small stores. 

According to these same statistics the sales of all inde- 
pendent stores in all lines of business was 91 per cent of 
the total sales of the country. Also the total number of in- 
dependent stores has increased 29 per cent in ten years, 
while the number of chain stores has decreased 28 per 
cent. Certain chain store periodicals have stressed these 
facts to indicate that chains are hitting the toboggan. 

The sales of manufacturer-controlled chains have in- 
creased more than any other type of stores and have quad- 
rupled during this period. Some statisticians have pre- 
dicted that this is the coming type of retailing. 

In 1939 the self-service type of grocery stores had in- 
creased tremendously, especially in chains. Fifty-three per 
cent of chain grocery store sales were in this type of store. 


_ There have been woozy predictions during the war that 


most stores in the future would convert to self-service. 

Sixteen and one-half per cent of the total sales of fagm 
and garden stores today are going to cooperation asso- 
ciations. There are some who believe this indicates a 
growing consumer cooperative movement in this country, 
similar to that which is so prevalent in Sweden. 

It is found that 51 per cent of the total employees of 
chain 5 & 10c. stores are part-time workers against 1014 
per cent in all independent stores of all types. This seems 
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to prove to some that part-time employment greatly reduces 
costs and is the future salvation of all retailing. 

These statistics prove that the number of chain shoe 
stores has increased 29 per cent from 1933 to 1939, while 
the number of independent shoe stores has decreased 1 per 
cent in this period. Many believe that independent shoe 
stores are in a far less sound comparative condition than 
heretofore. 

In each of these instances that I have quoted, my con- 
clusions, which are based on factual reasons that I shall 
explain in the course of these articles, are diametrically 
opposite to those advanced by these statiticians. 

I have no intention of attempting to tell you how to run 
your own business. You know that better than any out- 
sider; otherwise you would not have remained in business 
over a period of years. However, I shall try to point out 
some facts that I believe apply to nearly all retail shoe 
business. 

I have never been accused by my host of staunch friends 
in the shoe business of pulling my punches. So in these 
articles I shall follow the advice of a professor during my 
engineering college days. I shall attempt to “marshal the 
facts, and then look them straight in the face, even if 
they hurt.” 

You may not agree with all my conclusions. However, 
if this discussion of means of improving shoe retail effi- 
ciency succeeds in inducing some fewe shoe retailers to 
dig a little deeper into their own particular problems, then 
I shall feel that my effort will not have been in vain. 

For, whether a store be small or large, or whether the 
organization be a chain, independent or department store, 
only truly efficient retailers will thrive in this coming 
highly competitive post-war era. 
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Act NOW to get 
X-RAY in Your Lineup 


The smart baseball executive 
gets his star performers under 
contract long before the season 
opens. So does the smart shoe 
merchant. 


If you intend to make X-Ray 
Shoe Fitting a feature attrac- 
tion of your Spring Opening, 
place your order NOW! Yes, 
the restrictions on the manu- 
facture of X-Ray Equipment 
have been relaxed. However, 
the shortage of parts, materials 
and manpower remains. So 
does a big pile of back orders. 


The very best delivery promise 
possible is 8 to 10 weeks 
after the order is entered. If 
you want X-Ray in your “bat- 
ting order” on opening day 
—work fast! 






















Pre-War Prices and 
E-x-t-e-n-d-e-d Terms 


The price of the Standard 
Model X-Ray Shoe Fitter 
has not advanced in the 
last 2 years. And you can 
still buy one out-of-in- 
ventory on liberal E-x- 


X-RAY’ 


SHOE FITTER uc. 


3533 NORTH PALMER STREET 


WISCONSIN 








MILWAUKEE 1 











Canadian Association Holds Annual Meeting | ‘1, 





Shoe Manufacturers’ Association of Canada Reviews Progrete of 
Industry at Silver Jubilee 


MONTREAL, QueE.—The Shoe Manu- 
facturers’ Association of Canada held 
its Silver Jubilee at the Chateau Fron- 
tenac, Quebec, recently. M. John 
Sheehy, retiring president of the asso- 
ciation, spoke at the meeting, and re- 
viewed the progress of the Canadian 
shoe industry over the years. He said, 
in part: 

“One serious purpose of a message 
like this is to offer advice. In the Ca- 
nadian shoe manufacturing industry 
there is a strange but strong failure to 
realize the cost and value of our prod- 
ucts. And there is this throttling ten- 
dency to price fixation. The $1.98, $2.98 
and $3.95 retail prices have not the 
solidity that many manufacturers and 
especially many travelers believed. Sales 
taxes alone prove that. Our experience 
for the past year should surely explode 
this false conception. Stop and con- 
sider well the gathering together of the 
various materials and all the elements 
that enter into the making of a pair of 
shoes—the equipment needed, the or- 
ganization of a factory, the training of 





Dates to Remember 


Michigan Shoe Travelers’ Club 
Monthly Show at Hotel Statler, 
Detroit. March 5, 6, 7, 1944 

N.S.R.A. Style Conference, Wal- 
dorf Astoria Hotel, New York. 

March 7, 8, 1944 

Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, Mor- 
rison Hotel, Chicago, Ill. 

Mar. 27, 28, 1944 

Central Pennsylvania Shoe & 
Leather Association banquet, 
Hotel Abraham Lincoln, Read- 
ing, Pa. April 14, 1944 

Fall Showing, St. Louis Shoe Manu- 
facturers’ Association, New York. 

Week of April 17, 1944 

Fall Showing, New England Shoe & 
Leather Association, Hotel Me- 
Alpin, New York. 

Week of April 17, 1944 

Shoe Manufacturers’ Fall Opening, 
Hotel New Yorker, New York. 

April 16, 17, 18, 19, 1944 

Advance Fall Showing, Southeast- 
ern Shoe Travelers, Henry Grady 
Hotel, Atlanta, Ga. 

April 24, 25, 26, 27, 1944 

Fall Buying Show, Southwestern 
Shoe Travelers’ Association, 
Adolphus and Baker Hotels, Dal- 
las, Tex. May 2, 3, 4, 5, 1944 

Fall Buying Conventiom Northwest- 
ern National Shoe Travelers’ 
Association, Dyckman Hotel, 
Minneapolis, Minn. 

May 7, 8, 9, 1944 

Iowa Fall Shoe Show, Hotel Fort 
Des Moines, Des Moines, Ia. 

May 14, 15, 16, 1944 





the shoe workers and of an accounting 
department and of sales force and 
planning selling campaigns. Now we 
have items very tangible of taxés, of 
government reports, of paid vacations, 
of insurance for unemployment and 
possibly for retirement, definitely added 
to our costs. Embrace these items jp 
your cost figuring. Do not overlook 
them, and especially do not overlook 
the certain higher costs that the les. 
sened production we must certainly ex- 
pect will create. 

“Now what satisfaction can a manv- 
facturer have in cutting a lot of 
leather, employing many hands and 
financing a large pay roll, if his prod- 
uct is not something he can be proud 
of and that can command a legitimate 
fair price and a certain profit? After 
the present storage is overcome the Ca- 
nadian dealers and the Canadian pub- 
lic will not long be content with any- 
thing but the highest standard of foot- 
wear. Put more eye appeal into your 
lines, especially in regard to finishing 
touches. 

“Our industry through this associa- 
tion is bound more closely together 
today than ever before. Let us still 
further strengthen these bonds for our 
own protection so that we may sooner 
be relieved of many of the Government 
controls that however necessary often 
irk us. The Government has confidence 
in us. They appreciate the way we 
have responded to their demands and 
to our cooperation. Let us hope, then, 
that as conditions ease we may be of 
the first to get back to our normal 
ways and our legitimate rightful prac- 
tices.” 

L. Savage, president-elect of the 
association, in his speech to the men- 
bers, stated: 

“Our industry has a tremendous re 
sponsibility; that is, when taking into 
consideration we, with the exception of 
a small amount of imports, shoe the 
entire nation. Importance of proper 
fitting footwear from a health stané- 
point is generally recognized today and 
the medical profession is inte 
more than ever before, but unfortu- 
nately, no two doctors seem to have the 
same opinion as to lasts, construction 
and so forth. Some kind of an educa- 
tional program is very badly needed to 
overcome this difficulty. 

“One good thing that has come out 
of this war is an improved feeling and 
better understanding between tanners, 
shoe manufacturers and all branches of 
the retail trade. Our interests, after 
all, are mutual, so let us hope this 
improvement will continue.” 

Attendance at the convention was in 
excess of 500 people. Delegates and 
guests from all shoe towns in Cana 
as well as visitors from the United 
States were present. 
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ination and the other a lattice-effect sandal. Patent 
leather and calfskins and kidskins have been promoted 
leathers throughout the stores during December and 
January. Some of these will be good carry-over shoes 
isto Spring and Summer. As more shoes are delivered 
ip the stores, sandals and sandalized pumps and ties will 
iecome increasingly important. Large “porthole” per- 
forations are being used to give a new look to old pat- 
wms. Large enough to show the stocking color, they 
will give a light, summery effect to dark shoes. The 
dassic spectator with small punched-through perfora- 
tions in tan and black is due for another good season, 
since it looks right with so many Summer daytime town 
dothes. The fact that it is often unlined plus the cooling 








diect of the perforations makes it an especially comfort- 
able Summer shoe. 

There are many other popular patterns for Summer 
1944 that we have not shown here. The d’Orsay pump, 
trimmed and untrimmed, and the baby toe anklet sandal 
ae two of these which are certain to be best sellers this 
year. Patterns shown here in white will also be popular 
in black, brown and tan and the dark shoes illustrated 
can be imagined in white leathers as important Summer 


patterns. 











Wilkes-Barre, Pa.—This window at The Hub, here, fec- | 


tures @ large collection of photographs of men and women 
in service. Thomas $. MacHale, manager of the men's shoe 
department, began his hobby by collecting pictures of 
fellow employes who are in the armed forces. The collec- 
ton grew, until it numbered several hundred. Originally 
hept on display in the department, the collection was used 
to make this interesting window. 
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Watch Gcleen/ 


The advertisement below is another of 

the series in Vogue Magazine appearing 

March ist. More to follow...watch Eileen 
... the footwear with a future! 


Ps 


SORE pag Ee 





GROVES SHOE COMPANY 
Creators of Eileen Footweor 
301 WEST MONROE STREET, CHICAGO 


P.S. Also watch Eileen 'Teens— shoes for girls in their ‘teens 
New York Representative: Fred Uliman, Suite 1048, Marbridge Bldg. 
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Arrangements Completed for Fall Showing 





Show committee of the New England Shoe and Leather Association. Front row, left 

to right: A. W. Berkowitz, Myer Saxe, T. Kenyon Holly, George A. Dempsey. Back 

row, left to right: Arthur Pfeiffer, J. E. Rines, Mark A. Edison, Benjamin Stone, 
Joseph Rubin, Robert H. Adams, James Molloy, Maxwell Field. 


Boston, Mass.—All arrangements 
for New England’s part in the forth- 
coming industry-wide Fall shoe show- 
ing have been completed and a sell-out 
of sample rooms available at New 
York’s Hotel McAlpin, where the show 
is to be held from April 17 to 20, is 
predicted. Sponsored by the New Eng- 
land Shoe and Leather Association, ar- 
rangements are in charge of an active 
committee of which T. Kenyon Holly, 
one of the association directors, is 
chairman. Manager of the show is 
Maxwell Field, association secretary. 

“This officially-sponsored Association 
showing will replace the traditional 
Boston Shoe Fair, which for the second 
War year will not be held in Boston 
because of wartime restrictions, and in 
patriotic compliance with government 
officials’ pleas to curtail conventions,” 
Mr. Field said recently. 

“All exhibitors at the Hotel McAlpin 
will be furnished with display tables, 


door card and floor listings, and in ad- 
dition a directory of exhibitors will be 
printed and distributed to all visiting 
buyers. Already, over one-half of all 
available display rooms have been re- 
served for this show and the daily rate 
of new reservations indicates a sell-out 
within a few weeks. Any Eastern shoe 
manufacturer who has not yet made a 
reservation, should do so immediately 
—write to the Association at 210 Lin- 
coln Street, Boston.” 

The members of the Association’s 
Show Committee in addition to Chair- 
man Holly, are as follows: 

H. O. Rondeau, Robert H. Adams, 
A. W. Berkowitz, Daniel J. Danahy, 
George A. Dempsey, Mark A. Edison, 
C. Henry Jacobs, Myer Saxe, Louis 
Hartman, James Molloy, J. E. Rines, 
James Shapiro, Benjamin Stone, Jo- 
seph Rubin, Philip W. Lown, Arthur 
Pfeiffer, Jack Sandler and Maxwell 
Field. 





To Forego Dinner Meetings 


New YorkK.—Charles Havranck, sec- 
retary of the Boot and Shoe Travelers’ 
Association of New York, sent the fol- 
lowing note to members of that organ- 
ization recently: 

“In conformity with the spirit of the 
times, the Boot and Shoe Travelers’ 
Association of New York, Inc., will in 
1944, as it did in 1943, forego the usual 
dinner held during the shoe shows in 
New York in mid-April. 

“It was our privilege before Pearl 
Harbor to be the host to the shoe men 
attending these shows, but under pres- 
ent conditions we feel expenditures for 
these affairs should be put to a better 
purpose by buying war bonds or do- 
nating to the numerous service organ- 
izations.” 





Commissioned in Air Force 
MILWAUKEE, WIs.—Lloyd C. Payne, 
Jr., whose father travels for Curtis- 
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Stephens-Embry Co. in Wisconsin, 
Michigan and Minnesota, has been com- 
missioned a second lieutenant in the 
Army Air Force. Lt. Payne entered 
the service in December, 1942, he has 
earned bombardier, navigator and gun- 
ner wings, graduating in the third 
graduating class of bombagators, a 
combined course of navigation and 
bembardier. 


To Lengthen the Wear 
Of Shoe Soles 


WASHINGTON, D. C.—Testifying at 
the hearing before Senator Kilgore’s 
Subcommittee on Technological Mobil- 
ization on February 8, Fred L. Ayers, 
senior commodity standards specialist 
in the Standards Division, Office of 
Price Administration, described the oil 
and hot wax processes used in the treat- 
ments of shoe soles, which are now the 
subject of so much discussion in the 





shoe industry, as possible measures ty 
lengthen the wear of shoe soles, pap. 
ticularly those of inferior quality. 

“As a result of the work already com. 
pleted on the chemical treatment of eat. 
tle sole leather,” Mr. Ayers stated, “we 
believe that the oil and hot wax prog. 
esses are sufficiently developed to way. 
rant general adoption by the industry, 


“An important cause of wear jp 
leather is the fact that water, absorbed 
in the ordinary use of shoes, washes 
tanning material out of the leather 
leaving a fiber structure that wears 
away quickly. Oil or hot wax impreg. 
nated into leather retards this action 
and thus increases the wear. 


“The poorer the grade of leather, the 
more water it absorbs. Oil or hot war 
treatment, therefore, gives the greatest 
percentage increase in wear on precise. 
ly those grades which are now available 
for civilian shoes. 


“We have investigated the mechanics 
of oil and hot wax treatments, the tech- 
nical and production problems encoun- 
tered in the commercial use of the proe- 
esses, and have developed workable 
techniques for overcoming the few diff- 
culties which have arisen. Taking oil 
and hot wax treatments separately, I 
would now like to outline briefly the 
procedure, the type of equipment 
needed, the approximate cost, and de 
scribe the few technical difficulties, all 
of which can readily be overcome. 


“Oil treatment of shoe soles consists 
simply of dipping the soles into a tank 
of oil for from 15 to 30 minutes, until 
the oil is thoroughly absorbed, then 
removing the soles and allowing them 
to dry. The only equipment needed is 
a tank, wire baskets for dipping, and 
racks for drying. For example, this 
picture (exhibit A) shows the tank 
used by the United States Shoe Corpo 
ration. It is 11 inches wide, 80 inches 
long and 15 inches deep. 3500 pairs of 
soles can be treated in it each day. The 
tank costs no more than $75. Cost for 
dipping and drying racks is nominal 
The entire installation to handle 3500 
pairs daily occupies a space of only 15x 
50 feet. 

“A report dated February 5, 194, 
has been made by Dr. Fred O’Flaherty 
of the Tanners’ Council Laboratories, 
University of Cincinnati. He state 
that ‘using type A (oil sole treating 
compound Boston Quartermaster Depst 
Specification No. 239) in well controlled 





experiments, we obtained 25 per cent 
to 50 per cent improvement in wear @ 
good grade vegetable tanned sole leath- 
er.’ 

“One of the largest oil refiners t 
ports that with one of their oil blends 
an increased wear from 25 per cent # 
30 per cent is obtained. 

“The Bureau of Standards in Letter 
circular Le-739, reports a 14 per cent 
increase in- wear. This figure is lowe 
than the others because thinner 
unblended oils were used, which do ne 
reflect the later advances in the tec 
nology of oil treatment.” 
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Huffine Planning 
New Venture 


PHILADELPHIA, Pa. — Robert L. 
(“Bob”) Huffine, well-known specialist 
in children’s footwear, is working on 
plans for an entirely new project in 





ROBERT L. HUFFINE 


this field. Mr. Huffine has been asso- 
dated actively with the children’s shoe 
business for many years. For the past 


ten years he has been vice-president of 
J. Edwards & Company; for over 20 
years previous to his connection with 
Edwards, he was associated with Adams 
Brothers, Pittsfield, N. H. 


Mr. Hoffine resigned from J. Edwards 


recently in order to devote his full time 
to the early materialization of his 
plans. These will be anounced shortly. 


U. 8. Rubber Sales 
$422.271,343 


New York—Consolidated net sales of 
$422,271,348 were reported to stock- 
holders of United States Rubber Com- 
pany by F. B. Davis, Jr., chairman of 
the board of directors, in the 52nd an- 
nual report released recently. These 
sales established a new record, being 
45 per cent greater than the 1942 total 
of $290,992,037, and compared with the 
Previous all time high of $315,345,328 
in 1941, 

The 1943 sales do not include the sub- 
stantial volume of production in plants 
owned by the Government and operated 

the company on a cost-plus-fixed-fee 

Compensation from these sep- 

arate war activities is included in 

other operating revenue” in the con- 
silidated income statement. 

Net income after provision for taxes, 
Tenegotiation and postwar contingen- 

amounted to $14,163,554 for the 
Year which, after allowing for $8 a 
on the preferred stock, amounted 
to $5.09 @ share on the common stock. 
compared with 1942 net income 
of $8,381,011 or $1.82 a share on the 
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2220—Men's 
3#¢225—Women's 


2200—Men's 
2250—Women's 


and Olive Drab 


19 S. Wells St. - 





NON RATIONED 





SCUFFS - - - SLIPPERS - - - SANDALS 


Men's and Women's 
For Lounge, Beach, Casual Street Wear 


Famous Waterproof Non-Skid Rope Sole 





These numbers will fill an important gap 
in your slipper demand. 


Men's #200—Shower or Barracks SCUFF 


in Olive Drab and Navy Blue.......... $1.35 a pr. 
Women's #+250—Same as #200, Olive Drab only. 
Men's #+220—SLIPPER in Brown and Blue..........++-+ $1.55 a pr. 


Women's #+225—Same as #220 in Red, Green, 
Royal and Navy Blue 


Men's #+205—Casual SANDAL in Brown, Navy Blue 


eee ee eee ee 


Women's #255—Same as #205 in Red, Green, Royal 
Blue, Navy Blue and White 


Full Sizes Only: Men’s 6 to 12; Women’s 3 to 9 
All prices NET—F. O. B. Chicago 


WILLIAM COHAN COMPANY 
SHOES 


Midwest Distributor 
Knomark and Esquire Shoe Dressings 


#205—Men's ~ 
3=255—Women's 


pr. 


pr. 


Chicago 6, tll. 











common stock. In 1942 the company 
suffered war losses of $15,487,414 due 
chiefly to Japanese seizure of its rub- 
ber plantations. 

Mr. Davis pointed out that the in- 
crease in 1943 sales reflects the appre- 
ciably greater output of war products 
and essential civilian items in the com- 
pany’s own plants and does not include 
the production of the six munitions 
plants and three synthetic rubber plants 
which are owned by the government 
and operated by the company on a cost- 
plus-fixed-fee basis. 

Four of the company’s plants received 


Army-Navy “E” flags during the year, 
bringing to a total of five the number 
of plants now flying the burgee. Those 
plants are located at Mishawaka, Ind.; 
Shelbyville, Tenn.; Eau Claire, Wis.; 
and Naugatuck, Conn. In 1942, the 
Des Moines Ordnance plant, Des 
Moines, Iowa, received the “E” flag. 
Three plants, Des Moines, Mishawaka 
and Shelbyville, have received stars for 
their flags. Stars are awarded by the 
War and Navy Departments to those 
plants which continued their excellent 
production records for six months after 


the award of the flag. 
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WESTERN BOOTS 








APPROVED UTILITY STYLE 
GENUINE GOODYEAR WELTS 


56% 






® SOLID COLOR 
® ALL BLACK or 
® ALL BROWN 


FANCY 
EMBOSSING 


3820 
ARNOFF SHOE CO.,INC.,101 Duane S#+..N YC 
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SHOWER SHOES 
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WATCH YOUR SALES SPURT WITH THE 


PAL sHower-sHu 


IDEAL FOR 


$7.20 


Doz. 





CKS 
LOCKER ROOM 
SHOWER 
SWIMMING POOL 
BEACH 














the PAL SHOWER-SHU is sturdity built of 


California Pondorosa Pine, inch and a haif thie! 


k, 
khaki 3 inch 


smooth satin finish with durable 
Shaye. “ten and womens ¢ or 9g ee 
“Temediate delivery. ' $ 7.20 Doz. 


PAL MANUFACTURING CO. 


3405 Glendale Boulevard, Los Angeles 26, Calif. 

















PRON-A-METER 





ESSENTIAL 


lo the art of good shoemaking 





Martin Promoted 
At Marshall Field 


Cuicaco, ILL.—Promoted to a newly 
created position in Marshall Field’s 
Basement Store—that of merchandise 
supervisor of women’s and children’s 





CLYDE W. MARTIN 


_shoes—Clyde W. Martin for the past 
six years has been buyer of Staccatoe 
Room shoes in Field’s upstairs division. 

Probably one of the largest opera- 
tions in the country in any basement 















shoe department from the point of view 
both of volume and figures has been 
done at Field’s, with an exceptionally 
high percentage of sales on staple types. 
Mr. Martin, who has been closely as- 
sociated with the fashion side of the 
shoe picture for many years may be 
éxpected to give emphasis to a larger 
inclusion of style merchandise in these 
departments where shoes up to $11.95 
are regularly carried. 

Arthur A. Brown continues as buyer 
of women’s shoes where his “easy selec- 
tion method” has been highly success- 
ful. Harven Bush also continues as 
buyer of children’s shoes. 

Mr. Martin joined Field’s originally 
in 1938 when he came as buyer to open 
the new Staccatoe Room. In 1941 he 
added to his buying responsibilities with 
the management of the Young Mod- 
ern’s section. 

Replacing Mr. Martin as buyer of 
these two departments is Carl Campbell. 
Named as merchandise supervisor over 
all the fifth floor shoe departments is 
W. J. Gibbs. Other changes here are: 
W. T. Kelly, formerly assistant, is now 
buyer of the Salon shoes; B. C. Kirsch- 
ner, formerly assistant, is now buyer of 


the arch shoes; Mildred Gallivan is now 
buyer of play shoes in “Leisure 
Square.” 


Rolfe Resigns from Dalsimer 


PHILADELPHIA, Pa.—M. S. Rolfe, who 
has been general manager and buyer 
of shoes for S. Dalsimer & Sons, here, 
has announced to the trade that he has 
severed his relationship and association 
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with them. His new plans will be an- 
nounced in the near future. His duties 
will be assumed by George Geiger, for 
18 years with I. Miller & Sons, Inc. 


Fall Showing Set for April 


ATLANTA, GA.—The dates for the Ad- 
vance Fall Showing of the Southeast- 
ern Shoe Travelers’ Association have 
been set for April 24th through 27th 
at the Henry Grady Hotel, here. It is 
anticipated that the majority of the 
members of the organization will be in 
attendance. Further details as to pro 
grams will be announced at a later 
date. 








Newcomb Heads Indiana 
Travelers 


INDIANAPOLIS, IND.—Jack Newcomb 
was elected president of the Indians 
Shoe Travelers’ Association at its regu 
lar monthly luncheon and _ business 
meeting in the Hotel, Lincoln, recently. 
Other officers elected were: George 
M. Tovey, vice-president; Ernest C. 
Smeltzer, treasurer, and R. F. Gross 
kopf, secretary. 

Members of the group decided to hold 
Indiana Shoe Buyers’ Week, beginning 


May 7, in the Claypool Hotel. The 
= kind held 


event will be the first of its 
in Indianapolis. 

E. C. Smeltzer was named convel- 
tion manager, assisted by 
Brown. 


Frank M. 
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To help you maintain good will with 
your customers and at the same time 
comply with the laws prohibiting the 
fitting of shoes over bare feet we will 
be glad to send you the display card 








illustrated, on request. 

FOOTLETS are perfect accessories 
for building shoe store sales. Big 
national magazine and radio adver- 
tising will make them more in de- 
mand this year than ever. Get your 
share of this volume business. Write 
us or contact a sales office for the 
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J. W. LANDENBERGER & CO. 
Philadelphia 24, Pa. 


Castor Ave. at Kensington 











Sales Offices: 


New York, Boston, Chicago, San Francisco 





Washington Newsreel 
[CONTINUED FROM PAGE 37] 


The paper shortage will seriously 
affect set-up boxes used for shoes be- 
fore the year is out. WPB says that, 
while a fair amount of boxes should 
be available, inner and outer coverings 
made of light paper will probably have 
to go, resulting in a very plain but still 
substantial box. 

eee 

Manufacturers of belts used in ma- 
chinery are beginning to feel the hide 
shortage. Inventories of hides in the 
industry are at rock bottom. The trend 
is toward lighter hides and if the in- 
dustry is willing to accept these hides 
no appreciable hardship is expected. 


The Office of the Rubber Director 
has permitted the use of rubber ce- 
ments containing general purpose syn- 

ies in the manufacture of non- 
leather shoes, such as non-rationed 
wedgies, to the same extent that such 
cements have been allowed for leather 
The use of the cement is con- 
fined to same operations for which it 
18 permitted in leather shoes. This ac- 
tion was taken because of the increased 
Production of shoes made of materials 
other than leather say officials in the 
Rubber Director’s office. 


Retail sales reached an all-time high 
March 1, 1944 


of $63,269,000,000 in 1943 according to 
the Department of Commerce. This 
represents a 10 per cent increase over 
1942. Price increase accounted for 
practically all of the gain. Sales in 
the non-durable group, including shoes 
and other apparel, increased in 1943 to 
such an extent that this volume was 
sufficient to overcome the severe drop 
experienced in the sale of durables. 
> * * 

WPB has branded as false rumors 
which said no vinyl resins would be 
available in 1944. However, the supply 
will not permit any increased produc- 
tion, at least until military demands be- 
come clearer. Shoe retailers will con- 
tinue to receive shoes with vinyl resin 
soles. 





Retail Shoe Sales Down 


PHILADELPHIA, Pa.—Dollar volume 
of retail shoe sales showed a decline 
of 1 per cent for the twelve months 
ending December 1948, compared with 
1942, in the Third Federal Reserve Dis- 
trict according to reports by the Fed- 
eral Reserve Bank of Philadelphia, Pa. 
For the month of December 1948 they 
were 6 per cent under the previous 
month, and 8 per cent under the same 
month a year ago. 

Shoe inventories of the retail trade 
during December were reported 11 per 
cent above November, 1948, but were 10 
per cent under the same month in 
1942, 


Reports on the sales of boots and 
shoes in the wholesale trade during 
December in that area show an in- 
crease of 53 per cént over the month 
before but no gain compared to. the 
same month of the previous year. An 
increase of 8 per cent was reported for 
the sales during the twelve months of 
1943 compared to the same period of 
1942. 

Production of shoes in that distriet 
during December increased 8 per cent 
over November 1943 but declined 12 
per cent compared to December 1942. 
For the full year of 1948, production 
was 6 per cent under the twelve months 
of 1942. 

Generally new high levels of dollar 
volume of retail sales were reached in 
1943 of reporting lines, through con- 
tinued increases of consumer buying; 
however, decreased sales in shoe sales 
continued to reflect from the results of 
limitations imposed by rationing. 





Arthur G. Behn 


ROCHESTER, N. Y.—Arthur G. Behn, 
65, who was formerly associated with 
his father, the late Herman Behn, in 
the manufacture of shoes for children 
in the Bolton Shoe Company here, and 
who subsequently engaged in the same 
business for himself in Arlington, N. J., 
died recently in the latter place. He 
is survived by two sisters. 

Burial was in Rochester. 
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Pay Tribute to 
OPA Representative 


Detroit, MicH.—The Michigan shoe 
industry united in an exceptional trib- 
ute to its OPA chief, John Scott Black, 
who is leaving to go to California 
where he will take an OPA post, after 
a year in charge of the Detroit shoe 
rationing office. Event was sponsored 
by the Detroit Retail Shoe Dealers’ As- 
sociation, assisted by the Michigan Shoe 
Travelers’ Club. 

Walter H. Magee, president of the 
DRSDA, was toastmaster. Formal 
presentation of a leather artist’s kit, 
to match Mr. Black’s pet hobby of 
painting, was made on behalf of the 
industry by James E. Wilson of 
Siegel’s, oldest member of both the 
Detroit and the Michigan retail bodies. 

Mr. Black responded, telling briefiy 
of events in the experience of shoe 
rationing, and pointing out, “There 
have been fewer violations of rationing 
in this area, because Michigan shoe 
men have observed the regulations be- 
cause they wanted to. We hope that 
the restrictions of rationing, which we 
do not altogether like because we have 
a tradition of freedom, will not have 


to last very long. Even the people 
feel that particular restrictions wey 
unnecessary have tried to follow th 
regulations.” 

Fred Holden, who has been named ty 
succeed Mr. Black as head of the De 
treit office, was officially introduced, 
and promised a regime of “friendship, 
fairness, and sincerity to all.” 

Other speakers were: Richard P. 
Schmidt, president, Clyde K. Taylor, see. 
retary, and Nathan Hack, vice-preg. 
dent, of the Michigan RSDA; Sam 
Plotler, secretary, and C. Guy Dixon, 
vice-president, Detroit RSDA; §. § 
Weiss, president, Michigan Shoe Tray. 
elers’ Club; and William H. Adams, 
president of R. H. Fyfe and Company, 

Also on the dais were: David Lieber. 
witz, past president, and Adolph Goetz, 
treasurer, Detroit RSDA; Dr. Adolph 
Giovanni, famed magician, who pre 
sented a show afterward; S. R. Kotzer 
and Herbert Schiff, Schiff Shoe Com. 
pany; George Jacques, U. S. Rubber 
Company; Al Appel, Portage Shoe 
Company; Robert Sahlfeld, Knight 
Brothers; Bruce Dickman, past presi- 
dent; and Harold Broadwell, vice-pres- 
ident, MSTC; and Haviland F. Reves, 
BooT AND SHOE RECORDER. 

On the committee of arrangements 
were Mr. Lieberwitz, Mr. Plotler, Mr. 
Weiss, and Mr. Taylor. 


Seen at Chicago Motvhandive Mart Clinie 





Chicago, Iil._—At the 16th semi-annual merchandising clinic held 
Merchandise Mart, considerable emphasis was given to infants’ . 
With Mrs. Katherine Ratto, merchandising counsellor, commenting, shoes 


were shown in conjunction with infants’ and children's attire. 


recently at the 
and childress 


Shown on several 


babies were soft white kid shoes with square cut toes, scientifically constructed fe 


allow plenty of room for small growing feet. 
sandals. Two small boys wore sturdy brown oxford ties. 


A five-year old wore ankle strap 
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6 Doz.—$1.25 
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Great Little Time Savers 


Price Tags with imprinted prices, any selection desired. 
Spring Circular showing 10 color designs sent on request. 


With store name 
printed on tags: 


12 Doz.—$3.85 
24 Doz— 6.20 


12 Doz.—$4.35 
24 Dozr.— 6.95 


“U"—Green with yellow trim—white board—price black 


Merchants’ Service Dept., 209 $. State St., Chicago 4, Ilinois 
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Gadi Consolidated 
With Keystone 
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NASHVILLE, TENN.—The Gadi Com- 
pany of Memphis, manufacturer of 
shoe polishes and dyes, has been con- 
solidated with The Keystone Chemical 
Company of Nashville, Tenn., another 
division of the General Shoe Corpora- 
tion. 

New, much larger quarters have 
been acquired and improved to house 
both these chemical divisions of the 
General Shoe Corporation, to prepare 
for a substantial expansion program. 
The products and research facilities of 
the Keystone Chemical Company, which 
has been supplying most of the shoe 
preparations used in twelve of General 
Shoe Corporation’s shoe factories, are 
now at the disposal of the Gadi line. 
It is planned to continue to add tested 
shoe preparations to the Gadi line and 
to expand production facilities as 
rapidly as possible. 

This new home of the Gadi line has 
exceptional shipping facilities, such as 
a railroad siding and truck loading 
spaces. The research and other depart- 
ments of the new Nashville plant are 
said ‘to be the last word in laboratory 
control, development and manufacture 
of fine shoe polishes and shoe dyes. 





Los Angeles Travelers 
In New Building 


Los ANGELES, CALIF.—Following the 
tuling of several downtown hotels to 
turn all permanent sample rooms into 
sleeping rooms, there has been a swing 
toward utilizing the Haas Building as 
&shoe sales center. This building is 

across from the Hotel Lanker- 
thim. At the present time active mem- 
bers of the Los Angeles Shoe Travelers’ 
tion have spoken for all of the 
fourth floor, with a large part of the 
fifth and aad floors available for their 
according to Harry Jay Evans, 
President of the association. Those 
travelers who are already housed in the 
Haas Building are: Harry Berkowitz, 
Connolly, R. B. Cooper, Robert 
Howard Glass, J. R. Hamelin, 

and George Rule. 
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Store Manager Engaged 


WauPuUN, Wis.—Elayne G. Rothen- 
bach, who operates Rothenbach Shoe 
Store here, and is said to be one of 





ELAYNE G. ROTHENBACH 


the youngest shoe store managers in 
the country, has become engaged to 
Wallace I. Salzman. Miss Rothenbach 
has been working in the store since she 
was 13, when she assisted her father 
after school and on Saturdays. When 
she was 15 her father became ill, and 
she took over complete operation of the 
store. She has been operating it suc- 
cessfully for the past six and one-half 
years. 

Miss Rothenbach’s four brothers are 
all in service. Two of them had 
been working in the store with her be- 
fore being called. Nolan, seaman sec- 
opd class in the Coast Guard, is sta- 
tioned in New York; Nyle, A/S, is com- 
pleting flight training in California; 
Norbert, who is a corporal and is sta- 
tioned in England, will take over the 
operation of the store after the war; 
George left recently for Fort Sheridan. 





Footlets Start Radio Program 


New YorK.—The greatly enlarged 
promotion campaign planned for Foot- 


AMERICAN SHOEMAKING 


683 ATLANTIC AVENUE 
| Tel. Liberty 0190-0520 


BOSTON 11, MASS. 


lets this year got under way with ad- 
vertisements in February magazines 
and the initial radio broadcasting in 
Miami, Jacksonville, New Orleans, Dal- 
las and Fort Worth. 

According to the plan announced by 
J. W. Landenberger & Co., Philadelphia, 
manufacturers of Footlets, the radio 
will move North with the warm weath- 
er until some twenty cities from coast 
to coast are covered. The magazine ad- 
vertising is also to be stepped up as the 
peak season approaches. 

One of the special helps offered to 
shoe stores is a new card designed to 
make it easier for dealers to say “no” 
to customers who ask to be fitted with 
new shoes over bare feet. Some states 
and cities now have sanitary codes pro- 
hibiting this practice. The card re- 
ferred to reads, “Sorry! We are not 
permitted to fit shoes on bare feet. We 
suggest that you wear FOOTLETS.” 





Celebrate 25th Anniversary 


Los ANGELES, CAL.—Estimated to be 
the oldest and largest industrial adver- 
tising agency west of Chicago, The Mc- 
Carty Company celebrated its Silver 
Anniversary recently. Founded in 1919 
by T. T. McCarty, the agency after 25 
years is still serving many of its orig- 
inal clients. 

At its inception the entire personnel 
consisted of Mr. McCarty and one 
stenographer. The agency now handles 
more than fifty of the Pacific Coast’s 
largest industrial advertisers. In addi- 
tion, it is serving out of its Eastern 
offices many well known Middle-West 
and Southwestern organizations. 

With implicit faith in national indus- 
trial post-war development, the com- 
pany has steadily expanded its organ- 
ization. The agency for many years has 
enjoyed a reputation of being a “busy 
shop.” During the depression and 
through 1942 and 1943 lights burned 
nights in the McCarty offices. Mr. Mc- 
Carty always held to the belief that 
“the less the business, the greater the 
necessity for working on business avail- 
able.” This remark is characteristic of 
the company’s attitude and is reflected 
in its increasing clientele. 
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Obituaries 


Richard Cann McMullen 


WILMINGTON, DEL. — Richard Cann 
McMULLEN, governor of Delaware from 
1937 to 1941, and vice-president and 
director of the Allied Kid Company, 
died suddenly, of a heart attack, at his 
home on February 18. He was 76 
years old. 


Mr. McMullen started his career in 
the leather field as a timekeeper in a 
tannery 60 years ago; by successive 
stages he worked himself up to one of 
the outstanding executives in the busi- 
ness. He was also a director of the 
Industrial Trust Company and for 
years was one of the leaders and offi- 
cials of the Harrison Street Methodist 
Church. 

Mr. McMullen was the first Demo- 
crat to be elected to Governorship in 
40 years. He was a candidate to suc- 
ceed himself in 1940, but illness com- 
pelled him to withdraw. He was born 
on Jan, 2, 1868, at Porters, the son of 
the late James and Sarah Louisa Mc- 
Mullen. When he was 16 years of age, 
his father died, and since he was one 
of 13 children he had to stop his edu- 
cation and begin earning his own liv- 
ing. He obtained work as a farmhand 
and later as timekeeper for F. Blumen- 
thal & Co., leather manufacturing 
firm. 


In 1897, with Sol Agoos of Boston, 
Mass., and P. A. Monigle, he organized 
the Standard Kid Company to manufac- 
ture glazed kid and general leather. 
The business grew and the concern 
bought the Barr & Dougherty morocco 
plan and the Diamond State ware- 
house. A little less than a decade later 
they acquired the McNeeley morocco 
plant in Camden, N. J., and the Quaker 
City morocco plant in Philadelphia. 
The Allied Kid Company was formed 
and Mr. McMullen became vice-presi- 
dent of the Standard Kid Division. 

Funeral services were held February 
21, with interment in Riverview Ceme- 
tery. He is survived by his widow, 
three children and six grandchildren. 





Mrs. Adelaide L. Geuting 


PHILADELPHIA, Pa.—F uneral services 
were held recently for Mrs. Adelaide L. 
Geuting, wife of Joseph T. Geuting, 
Sr., superintendent of the A. H. Geut- 
ing Co. Mrs. Geuting, who was 58, 
died at her home, 


Mrs. Geuting’s death was due toa 
household accident. She apparently 
tripped while walking toward the gas 
range in the kitchen, struck her head 
against one of the jets, fell unconscious 
and was overcome by fumes. She was 
found by her husband and a sen, Joseph 
T. Geuting, Jr., of New York, who was 
visiting for a birthday gathering in his 
honor. 

Mrs. Geuting is survived by another 


son, Ensign Robert A. Geuting, now 
sea duty, and a daughter, Mrs, Ir: 
Burton, of Towson, Md. 


Charles M. Colt 


BRATTLEBORO, VT.—Charles M, Cy 
died recently at the age of 56. Fory 
uninterrupted period of 39 years }) 
was associated with Dunham Brother, 
Company; starting in a clerical Posi. 
tion, he adanced through various ¢h 
nels, including that of traveling sale 
man, and for the past 20 years was ag. 
sistant buyer, a position in which he 
developed a wide acquaintance with 
many manufacturers and their repr. 
sentatives. 

Because of his unswerving loyalty, 
his eminent spirit of fairness and his 
pleasing personality, Mr. Colt had ep. 
deared himself to a wide circle of 
friends by whom he will be greatly 
missed. 











Lt. Frederic E. Bailey 


BROCKTON, Mass. — Memorial ger. 
vices, attended by a large delegation 
from the George E. Keith Company, 
were held recently in the South Con 
gregational Church, for Lt. (senior 
grade) Frederic A. Bailey, officially re 
ported killed in action somewhere in 
Italy. Lt. Bailey, before joining the 
Navy, was manager of the Walk-Over 
shoe department of S. L. Bird & Son, 
Detroit. His father, Elwood W. Bailey, 
of this city, is stores supervisor of the 
George E. Keith Company. 


John W. Fox 


Wosurn, Mass.—John W. Fox, who 
until his retirement 14 years ago had 
been in the leather business here for 
50 years, died recently at the Choate 
Memorial Hospital. At the time of his 
retirement he was treasurer of the Tol- 
man Fox Company. His father an 
grandfather were pioneers in the Wo 
burn leather industry. ' 


William H. Phelan 


LYNN, MAss.—William H. Phelan. 
son of the late James Phelan, pioneer 
Lynn shoe manufacturer, and himself 
active for many years in the industry, 
died recently at his home, 37 Ocean 
Street, Lynn. He was 60 years old and 
his death removes the last of six broth- 
ers all of whom were engaged in the 
shoe and real estate business of this 
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city. 

One of his brothers was the late 
Congressman Michael F. Phelan. The 
others were Joseph C., James P., Bé 
mund and John Phelan. 


Shoe Man M.C. Captain 


Rocuester, N. Y.—Dr. Vincent B 
Fischer, president of Fikany Shoe Co. 
of N. Y., Inc., is now a captain in the 
Medical Corps of the United States 
Army. After preliminary training # 
Carlisle, Pa., he will be assigned & 
duty at Billings Field, Billings, Iné 
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WAVERSHOE 


HAS ADDED A 
Permanent New Department 


FOR THE YEAR-ROUND MANUFACTURE 
OF 
CHILDREN’S AND YOUNG MISSES’ 
SHEARLING BOOTEES 
FEATURING: 





“COZEES” 


BOOTEES OF FULL SHEARLING 
LAMBSKINS 
Sizes 5—2 


Packed 72 pair to case 


In Case Lots Only 


In Stock the Year Round 


WAVERSHOE 
TRIMMING COMPANY 


CHILDREN’S DIVISION 
92 Buzecxer St. New York 12, N. Y. 

















Edward F. Brennan 


Natick, Mass. — Edward F. Bren- 
nan, retired shoe manufacturer, died 
recently at his home here at the age 
of 84. For 40 years, until his retire- 
ment, he had been president of the 
Brennan Shoe Company which he 
founded. Mr. Brennan was active in 
town and fraternal affairs, having been 
a trustee of the Leonard Morse Hospi- 
tal in this town, a member of the high 
school building committee, a fourth de- 
gree knight of Natick Council, K. of C., 
and a member of St. Matthews Court, 
M.C.0. F. Surviving are his widow, 
two sons and four daughters. 





Frank H. Gage 


Swampscorr, Mass.—Frank H. Gage, 
former member of Rousmaniere & Wil- 
liams, shoe findings and leather firm in 

m, died at his home here recently. 
was 84. He was a director of 
the New England Trust Co., Lynn In- 
stitution for Savings and the Lynn 
ital. He is survived by his widow. 





Moves Offices 

PHILADELPHIA, PA—Dial Shoe Com- 
pany is moving its office and warehouse 
to 781-83 Arch Street, here. The firm 


Y was located at 4640 Frank- 
Avenue. 
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Two West Coast 
Stores Merge 


SAN Francisco, CaL.—Considerable 
interest was aroused in the announce- 
ment of the merger of two of the 
largest Pacific Coast store organiza- 
tions. Grover A. Magnin, in San 
Francisco, and P. G. Winnett, head of 
Bullock’s, Inc., in Los Angeles, an- 
nounced that a consolidation would 
bring under a common ownership the 
eight Pacific Coast stores of I. Magnin 
& Co. and the four southern California 
stores of Bullock’s, Inc. 

Details of the consolidation have yet 
to be worked out, but the merger is 
definite. It will result in one of the 
most impressive quality retail opera- 
tions in America, since the two con- 
cerns had a sales volume of between 
sixty and seventy million dollars in 
1943. The merger contemplates no 
changes in the policies or management 
of either Bullock’s or Magnin, and di- 
rection of the merchandising and cus- 
tomer policies of the Magnin stores 
will remain with Grover Magnin and 
E. John Magnin. The separate and 
distinct -buying organizations of each 
concern will continue to function inde- 
pendently. 

Prior to the affiliation, Bullock’s had 
concentrated its efforts in the Los An- 
geles area. Bullock’s downtown store 
is one of the largest complete retail 
stores in America, and Bullock’s Wil- 
shire, in the fashionable Wilshire Cen- 
ter shopping district, is famous for 
quality merchandise. 

I. Magnin & Co. stores have ex- 
panded from an original location in 
San Francisco to include important 
cities up and down the Pacific Coast. 
The company’s largest stores are oper- 
ated in San Francisco and Los Angeles, 
with other stores in Seattle, Oakland, 
Santa Barbara, Beverly Hills, Pasa- 
dena and Coronado. 


Allied Kid Co. Develops 
Post-War Plan 


Boston, Mass.—The Allied Kid Com- 
pany of this city has set aside a sum 
in excess of $500,000 to be used in the 
postwar period when plant moderniza- 
tion and construction will again be pos- 
sible. Reporting to stockholders on the 
financial condition of the company at 
the end-of the year and its earnings 
during the six months preceding that 
date, Solomon Agoos, president, says: 

“We have given consideration to the 
fact that we have done but little re- 
building of our plants for a number of 
years. To provide for this rebuilding, 
together with modernization and pos- 
sible expansion of our productive facil- 
ities in the postwar period, our direc- 
tors have voted to set aside the entire 
amount of our postwar excess profits 
tax refund in the sum of $102,000 and 
an additional sum of $400,000 from our 
government securities.” 
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McBryan Adds to Duties 


PHILADELPHIA, Pa.—Joseph McBryan 
has assumed the duties formerly per- 
formed by Robert L. Huffine, vice- 
president of J. Edwards & Co., who re- 
signed recently. Mr. McBryan is also 
a vice-president of the company. 





Zinn Elected to 
Controllers Institute 


New York.—Roland H. Zinn, vice- 
president and controller and secre- 
tary of the United States Leather Co., 
kas been elected to membership in the 
Controllers Institute of America. The 
Institute is a technical and professional 
organization of controllers devoted to 
improvement of controllership pro- 
cedure. 





Composes Song on 
Shoe Rationing 


WASHINGTON, D. C.—Miss Mary W. 
Dugan, in charge of the bag and hos- 
iery departments of Slatonian Foot- 
wear, here, wrote a song entitled, “Shoe 
Ration Blues.” The store made a large 
photostat copy of the song, using it as 
a background in a window display fea- 
turing non-rationed shoes. The display 
as well as the song caused much com- 
ment. 
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Woman Named Executive 
Of Colonial Tanning Co. 


Boston, Mass.—Miss Mary Cherbuy 
was recently advanced to the position 
of assistant personnel manager of Co- 





MARY CHERBUY 


lonial Tanning Company, Inc.,; pro- 
ducers of patent leather, side leather 


and splits. She will serve under the 
direction of John Mercon, personnel 
manager. Miss Cherbuy was one of 


the first women to join the organization, 
over a year ago, and has had 12 years 
of experience in office detail and per- 
sonnel work. She is the first woman to 
hold an executive position in the organ- 
ization. Starting as a stenographer, 
Miss Cherbuy has worked up through 
the various departments to her present 
position. 


Shoe Men Aid in 
Red Cross Drive 


Boston, Mass.—Prominent members 
of the shoe and leather industry are 
active here in the annual Red Cross 
drive for funds which begins March 1. 
Heading the shoe and leather division 
of commerce and industry is the Hon. 
Frank G. Allen, former governor of 
Massachusetts and head of Winslow 
Brothers and Smith Co., Norwood tan- 
ners. Associated with him as vice- 
chairman of the division is George E. 
Harding of Howes Bros. Co. 

Group chairmen include Albert E. 
Blunt, Jr., of the J. F. McElwain Co.; 
Carl F. Danner, president, American 
Hide and Leather Co.; M. P. Pearson, 
Armour Leather Co.; Saul Nectow, 
Fngland-Walton Co.; Robert Wallis, 
Howes Bros. Co.; Daniel E. Watson, 
Watson Cut Sole Co.; and P. A. Hebert, 
L. H. Hamel Co. 








Starts Juvenile Store 


RocHesTer, N. Y.—Mark Goodwin, 
traveling salesman for the Carpenter 





Shoe Company, has started a shoe stor 
for children under the name Juvenile 
Footwear, located in the Cutler Buil@ 
ing, East Avenue, in the heart of the 
best retail section. 
Fully cognizant of the difficulty of 
getting shoes at a time of acute short 
ages in all lines of footwear for the 
young, Mr. Goodwin says that he will 
do the best he can, with expecta 
of having a good business established 
when the war ends. : 
Several lines will be carried and ne 
gotiations are still under way with» 
number of manufacturers, with p 
to have the store prepared to provide 
for the footwear needs of boys ang 


girls “from the cradle through high 


school.” 


Membership Up in 
Southwestern Group 


DALLAS, TEX.— Southwestern Shoe 
Travelers’ Association, organized ig 
1913 with nine members, has grown te 
a membership of 350. The association 
maintains an office in the Adolphus 
Hotel, and the Dallas branch maintaing 
a clubroom. Between the two, any re 
tail shoe merchant in Texas can have 
his wants attended to by people who 
understand his needs and can take care 
of his social wants while he visits Dal- 
las. 

The present officers, newly elected, 
are: Walter B. Taylor, president; Louis 
S. Katz, vice-president, and William 
Sorensen, treasurer. Manager is J. L. 
(Micky) Sullivan, a veteran in the 
shoe trade, who has an inexhaustible 
reservoir of information and aid. 

Plans now are under way for a Shoe 
Show to be held probably in March. 
The shows are a big success each sea- 
son. 


Madison Pierce on 
Savings Bank Board 


ROCHESTER, N. Y.—Madison W. 
Pierce, president of William Eastwood 
& Sons, the oldest retail shoe store in 
Rochester, has been elected a trustee of 
Mechanics Savings Bank. Besides his 
connection with the shoe industry, Mr. 
Pierce is active in numerous civic and 
social service activities. 

He is president of the Travelers Aid 
Society, director of the Children’s Con- 
valescent Home, chairman of the Blood 
Donor Service of American Red Cross, 
and one of the organizers of the Roches- 
ter Credit Bureau. 





Returns to Chandler’s 


ORLANDO, FLA.—Bill Minton, former 
manager of Chandler’s Shoe Store, left 
almost a year ago for military duty. 
He was stationed with the engineers m 
Texas, but a disability discharge has 
returned him to Orlando and to his 
former job with Chandler’s. When he 
left, his position as manager was taken 
over by T. D. Ridgill. 
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SALESMEN WANTED 


SIDE LINE SALESMAN WTD. 





HELP WANTED 





Essential Workers need Release Statements 


Essential Workers need Release Statements 





Essential Workers need Release Statemeny, 





SALESMAN WANTED TO CARRY SMART 
LINE of Women’s rationed and non-rationed 
playshoes—$4 to $5 retailers. The line can 

as a sideline. North and South 
Carolina and Maryland now open; also Colo- 
rado, Arizona, New Mexico. References re- 


quired with application. Address 2946, care 
Boot & Shoe oo 100 East 42nd Street, 
New York 17, 





SAO 8 SALESMEN WANTED for Detroit 

adjacent ~ Bg esman for 
ptt, and Oklah ust have general Line 
knowledge. Give full details of your past 
perience. C. W. MARKS SHOE COMPANY. 
41 South Wells: Street Chicago, Illinois. 





SALESMAN FOR TEXAS, Stitchdown Shoe 

Manufacturers; 2 sole and 3 sole; Misses’, 
Children’s, Infants’, Gents’ and’ Youths’; Also 
Infants’ Prewelts; Nationally known; selling to 
volume trade only as Jobbers, Chains, etc. Make 
up case lots only. Commission basis only. State 
experience, qualifications, Lines Carried, Terri- 
tory travelled. Volume of business sold, etc. 

Address: Box 954, care Boot and Shoe Re- 
corder, 100 East 42nd Street, New York 17, 
New York. 





W. ELL known New York distributor has open- 

ings in the Southern and Middle Western 
States for experienced travelling salesman to 
carry in-stock line of men’s dress shoes retailing 
from $4.50 to $6.00. Commission basis with 
weekly settlements. Address #956, care Boot 
& Shoe se 100 East 42nd Street, New 
York 17, N. Y. 





SALESMEN for outstanding Line of Men’s 

and Women’s Rope Soles, Slippers and 
Sandals. Can be carried as side line. State 
your territory and references. WILLIAM 
COHAN COMPANY, 19 South Wells Street, 
Chicago 6, Illinois. 





SALESMEN: Short line—30 styles popular 

priced Men's year Welt styled shoes. 
For Texas, North and South Carolina; Western 
Pennsylvania and West Virginia; Ohio and 
Michigan. Commission basis. Can be carried 
with non-conflicting line. Write—giving full 
particulars. Address #958, care Boot & Shoe 
100 East 42nd Street, New York 17, 





TRAVELING SALESMAN WANTED 
promptly by leading California Women’s 
Casual Shoe Factory to cover Texas, Louisiana. 
Oklahoma, Arkansas on exclusive basis. Line 
is well established; no pioneering. State fully 
past experience, personal data (picture welcome, 
if available), references. Address #967, care 
joot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





SALEaMER WANTED for Milwaukee and 
Southern Wisconsin. Prefer men with gen- 
i line experience. Address 69, care of 
joot & Shoe Recorder, 209 So. State Street, 
Chicas 4, Illinois. 





SALESMAN WANTED for Texas territory. 

Also salesman for wisiana territory. 
Women’s popular priced novelty footwear. Com- 
mission basis. Address #972, care of Boot & 
ry Recorder, 209 South State Street, Chicago 


SIDELINE SALESMAN to carry line of 
Women’s, Children’s Play Shoes, House 
Slippers, on 5% commission basis in following 
States: Pennsylvania, North and South Caro- 
lina, Georgia, Florida. Address #960, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





SIDELINE salesmen for novelty line of Non- 

rationed Playshoes, slippers and sport shoes 

for Ga., Fla., N. and S. Carolina, Ky., Tenn., 

Miss., Ala., Mich., Ind., Ohio, Okla., Texas 

and Calif. Address #961, care Boot & Shoe 

me - paene 100 East 42nd Street, New York 17, 
™ A 





MONEY MAKING SIDE [LINE 


For Footwear Salesmen with Established 
Territories, to Sell a complete 


IN-STOCK 
line of 
HOUSE SLIPPERS and 
STADIUM BOOTS 


We are a large and well established 
Middle West jobbing house. We are now 
expanding and have nearly all territories 


open. All applications treated confidentially. 


Address #955, care BOOT & SHOE RECORDER 
209 So. State St., Chicago, Ill. 











SIDELINE SALESMEN for South and South- 
west to carry Men’s Work and Dress, Boys’ 
and Children’s shoes. State territory covered. 
Address #971, care of Boot & Shoe Recorder, 
100 East 42nd Street, New York 17, N. Y. 





POSITION WANTED 


FOURTEEN YEARS’ EXPERIENCE AS 
BUYER AND MANAGER of Footwear De- 
partments in Large Retail Department Stores. 
Age 37; Married; Honorable discharge from 
Army. Want Buyer’s position or Salesman for 
nationally known line. If interested address: 
Box 966, Boot and Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y 








BUSINESS OPPORTUNITY 











NOTICE 


WE ARE OPENING Family Shoe 
Store. Will take on any good Jobber 
or Manufacturer’s Line; will buy Jobs 
and Close-outs. Send samples or Cir- 


cular. Also will buy Shoe Store. 
W. M. SHAFER 
Box 604 Lancaster, Kentucky 














Ata TION. RETAIL SHOE SaAlgs 
N: There is a wonderful opportunity jp 
Health Spot Shoe Shops for men “— a 
tailing experience who are capable of 
responsibility and taking complete charge 
-_ Coeretions, et ae ngs under ji} 
Profit plan. ~ to 
properly eg By ~ to 
important Selilewias ie Heres chance to 
italize on your ability. Persons in war 
or essential activity mot considered withom 
statement of availability. Address: HEALTH 
SPOT SHOE SHOPS, INC., Industrial Aye 
nue, Danville, Illinois. 





RETAIL STORE MANAGERS WITH 
SHOE CHAIN EXPERIENCE 


lent copemant te affiliate with progressive 
b= or in managerial positions. Opes- 
jewest as well as the East. Write ~~ 
resume of experience, age, | 
marital status. Address 951, Care 
BOOT & SHOE RECORDER 
100 East 42nd Street, New York, N. Y. 











W ANTED: Man under 42 years with experi- 
ence in all operations of a men’s medium 
priced shoe chain. Must be able to take full 
charge small Chain of stores, including buying, 
distribution, personnel, store locations, ete, This 
is a rare opportunity for a man able to meet 
above requirements. Moderate starting salary 
with sure advancement as results justify. Apply 
by letter, giving references, detailed informa 
tion as to experience and connections, etc. All 
* applications will be treated in strict confidence 
by one of the largest shoe manufacturers and 
retailers in the USA. Address #964, care Bost 
& Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y 





ANTED: SHOE CLERK—Young man not 

subject to draft preferred. Splendid oppor- 
tunity for capable man to take charge of a 
store if necessary. Must be of good appearance 
and come well recommended. Write to: F. A 
BLESSING & SONS, at the Elkhart, Indiana, 
store. 





XPERIENCED SHOE MAN IN HIGH 

GRADE FAMILY SHOE STORE selling 
corrective footwear: good salary: steady post 
tion. If interested, give full details in = 
fidence. M. FRIEDMAN, 368 Main Street, 
Poughkeepsie, New York. 





PERMANENT POSITION for experienced 
store manager. Chain store unit. 
Pennsylvania. State age, draft status, and 
qualifications in detail. Address #970, care of 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, i’ 





FOR RENT 


MODERN STORE FOR RENT in Shena 
doah, Pa., town of approximately 35, 
next door to Woolworth’s: 100% location; 
available at once. Address #948, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York 17, N. Y. 











qeeress 
The rate for all dispiay cla: 








The rate for “Position and Lines Wanted” 
Minimum charge, 75 cents. For all other classified advertisements the rate Is 7 cents per word. 
When a box Sn wena is desired twelve words should be added for the address. 


CLASSIFIED ADVERTISING RATES 


is 4 cents per word for ali 


advertisement 


p= advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 


onl Advertisements for this page must be in eur New York Office 10 days preceding publication dete. ™ 


undisplayed advertisements. 
Minimum charge, $1 
In all other cases each word of the 
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WANTED TO PURCHASE 
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WRITE, 


SELL US YOUR SURPLUS BETTER GRADE SHOES 
and convert into CASH & RATION CURRENCY 
any quantity and at fair prices 
WIRE OR PHONE 
M. K. WEIL SHOE CO. 
1326 Washington Ave., ST. LOUIS, MO. 


Ce. 4898 








END SIZES FOR EXPORT 


THE COUNTRY’S FOREMOST AND LARGEST SHOE BUYER 


BUYS FOR CASH 


AND RATION CURRENCY 


BRANDED SHOES — PARTIAL STOCKS 
ENTIRE STOCKS 


SHORT TERM LEASES ASSUMED 


SAM CAMITTA & SONS 


ESTABLISHED i906 


95 READE E sT.. NEW YORK 13, N. Y. 
PHONE COrtiandt 


— DISCONTINUED LINES 


7-6378-9 








LIBERAL PRICES PAID IN CASH! 


ANY SHOES TO SELL? 


YOU'LL FIND IT WORTH WHILE 
TO CONTACT— 


MOSINGER BROS. 


JOBBERS OF BRANDED SHOES SINCE 1916 
Phone CEntral 6746 1235 WASHINGTON AVE., ST. LOUIS, MO. 


RATION CURRENCY 











WE BUY 

SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 

FOR CASH AND RATION CURRENCY 


SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 


New York City 
Phone BARCLAY 17-7887 








SHOES WANTED 


Convert Your Surpluses 
Into Cash and Coupons 
Wire, phone or write today 
BARIS SHOE CO., INC. 


79-81 Reade St., New York, N. Y. 
Phone WOrth 2-5180 























——s ines Wanted for Greater New York 
sales tati <a oun tat 
——.___ —_ om oie regreces ve 
—D Te buyers of shoes in Greater + & Yor, City 1s 
desirous of secur one or includ.ng 
ff | Pay shoes, for ihe Metropolitan district. Best of 
Statements —— 
address Box 968, ¢/o Boot and Shee Recorder 
100 East 42nd Street, New York City I7 
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all sm M Cushi I le Sh 
; TED—-Men’s Cushion Innersole oes 
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to fit shoes IF dress Box B-957, Boot and Shoe Recorder, 10 
‘ustomers ape I dich Street, Boston 10, Mass. 
hance to 
—s 
ered withow 
s: HEALTH IE SALESMAN who has established trade 
gio. 
dustrial Ave in Connecticut, New Jersey and New York 
State wants factory line of — Slippers and 
Playshoes. Address #962, Care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
NY. 
iS WITH 
NCE 
1 
itions, 
Write giving FOR SALE 
draft | 
rN. ¥, | f PROFITABLE FAMILY SHOE STORE in 
the of New Jersey, located in a 100% 
location: brand new front; established for the 
| = 13 years; busy Defense area doing better 
with bt eed last year. Owner sick—must leave 
n’s medium- st. Full information given if 
to take full Guan Buyer must have about $18,000 to 
ding buying, f purchase this proposition. Address #959, care 
ns, etc. This Boot & Shoe Recorder, 100 East 42nd Street. 
able to meet New York 17, N. Y. 
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cd informs, || FAMILY SHOE STORE In New York State; 
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actusece Gal same neighborhood location, selling medium and 
4, care Boot better grade nationally kown shoes—all staple 
Street, New merchandise. Will Sale or Inventory for about 
. vane. Low rent, free use of fixtures. Ad- 
dress #963, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 
ing man not 
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Visit he new warehouses 
W8-110 Duane Street, New York 
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Explains Pricing Rules 
To Children’s Group 


RocHESTER, N. Y.—Procedures which 
may be used in making applications 
for increases in wholesale prices of 
certain children’s shoes to conform to 
raises in the costs of materials from 
which they are made were explained 
by L. W. Loew, of the Buffalo OPA of- 
fice, at a meeting of children’s shoe 
manufacturers in the Chamber of Com- 
merce here recently. 

Numerous problems have been cre- 
ated here because elk skin can no longer 





be used for children’s shoes. Manufac- 
turers have had to turn to kid and other 
materials at higher costs, some of 
which has to be lined, and applications 
for permission to raise prices have so 
far brought few results. 

Mr. Loew explained all of the red 
tape which is necessary for makers to 
use if they either start making shoes 
such as they have not made before, or 
if costs have gone up so much on their 
regular lines that they cannot produce 
them within established ceilings. 

He suggested that children’s shoe 
manufacturers of this area form a 
group to present its problems. 














Tanners Must 


Stress Selling 
[CONTINUED FROM PAGE 69] 


experienced an entirely different situ- 
ation than we can normally expect in 
the leather industry. Our purchasing 
of raw material cannot be as prudent 
under price and allocation control as in 
peacetime. Now all market fluctuations 
have been removed. It will be a shock 
to be thrown back to a raw material 
market that contains possibilities of 
substantial loss from unwise purchas- 
ing. We should be prepared to meet 
the possibility of severe fluctuations in 
taw material prices when controls are 
removed. Because of the limitation on 
the types of leather that may be pro- 
duced and the shortages of tanning 
materials, there is little opportunity to 
better our product. We shall have to 
plan on new lines of leather to lift us 
out of the staple rut. We shall have 
to develop greater increases in pro- 
ductivity, and at the same time lower 
costs through new techniques.” 


1943 Production 
Down 4.6 Per Cent 
[CONTINUED FROM PAGE 691 


for the year was 19,989,411 pairs, a 
16.9 per cent increase over that for the 
previous twelve months. 

Women’s shoe output fell to 10,836,- 
653 pairs in December, lower than both 
November, 1942, and December, 1942, 
figures. Production for the January 
through December period in 1943 was 
157,860,540 pairs, 13.1 per cent below 
that for 1942. 

Production of misses’ and children’s 
shoes totaled 2,641,416 pairs in Decem- 
ber, higher than the November figure, 
but substantially lower than that for 
December a year ago. The twelve- 
month production of these shoes 
amounted to 32,356,137 pairs, 21.6 per 
cent below that for the previous year. 

Infants’ shoe production in Decem- 
ber came to 2,170,244 pairs, higher than 
both the November, 1943, and Decem- 
ber, 1942, figures. Total production of 
infants’ shoes for the year was 25,480,- 
~~ pean 0.7 per cent below that for 


More Footwear Bought 
By Army 

Boston, Mass.—Combat boots, ser- 
vice shoes and miscellaneous footwear 
are included in recent awards an- 
nounced at the Boston Quartermaster 
Depot. The latest award covering the 
manufacture of combat boots is for 
14,000 pairs, 8,000 of which are to be 
made by Knapp Bros. Shoe Manufac- 
turing Co., and the balance by Red 
Wing Shoe Co., Inc. Other footwear 
awards are: 

Hob-riveted service shoes with re- 


HOW TO RECOGNIZE FINISH: 
GUIDE TO JUDGING QUALITY 


Everybody buys shoes, wants good 
ones for his money, but not many people 
can tell a good shoe except by the price. 
And this hardly affords the most exact 
comparison, even though the customer is 
largely protected against misrepresenta- 
tion under orderly conditions of the 
trade such as prevail in Canada and the 
United States. 

How to recognize "finish" might prof- 
itably be studied as a guide to leather 
shoe quality by the consumer. No better 
start could be made than by learning 
that a well-defined solid edge indicates 
the high grade shoe. 

Precise cutting of welt joints, whether 
done by hand or by machine, is of prime 
importance; improper welt joining is 
slovenly. The join at the heel should be 
smooth and an accent to the heel seat 
line. 

Workmanlike trimming and setting of 
edges begins with wise selection of cut- 
ters and irons, and having the soles 
properly mulled before they are trimmed. 
A sole that is in good temper will re- 
spond to the cutter and a smooth glass- 
like edge is the result. There are fac- 
tories that lay stress on the edge-mak- 
ing and who require the edge setter to 
wet up the work so as fo secure the re- 
quired mellow condition of the soles. 


Time was when the stained or clear 
bottom predominated, the foreman of 
the finishing room regarding himself as 
@ combination chemist and shoemaker. 
Every finishing room foreman had his 
own secret formula which was supposed 
to produce results that could not be 
duplicated by others. 


Bottom finish was made a selling fea- 
ture. Some were highly ornamental, ex- 
pensive to make, required skill of the 
highest order. Every shoe manufacturer 
took special pride in the bottom finish of 
his shoes, and never failed to draw a 
prospective customer's attention to that 
part of the shoe. 


Even black bottoms were put through 
@ special work process to enhance lustre. 
Desire of every finishing room foreman 
wes fo put ouf black bottoms that 
gleamed like newly mined coal, and some 
finishers used penetrating black dyes in 
successive coats, then ironed with a 
moderately hot channel iron; "padding" 
and dressing finished the job. 

Teday the clear bottom is found only 
on shoes of higher grades and certain 
types of construction, although there 
will be found an occasional firm incorpo- 
rating this feature in lower priced shoes. 
The pigment, or “pink™ finish as it is 
known In shops, is an imitation. 





versed uppers, 156 pairs, A. R. Hyde & 
Sons Co.; fleece-lined, clubmobile work- 
ers’ boots, 1,053 pairs, Mondle Mfg. 
Co.; safety work shoes with composi- 
tion soles, 367 pairs, International Shoe 
Co.; Type II service shoes with com- 
position soles, 108 pairs, International 
Shoe Co.; Type II service shoes with 
reversed uppers and composition soles, 
8,208 pairs, International Shoe Co.; 
cloth top arctic overshoes, 72 pairs, 
Hood Rubber Co. 





MERCHANTS NEEDS 


FIT COMES FIRS] 


with the original 
SHOE DOCTOR SHRINKERS 





FOOT COMFORT 
provided for hard-to-fit 
abnormal feet. Our § 
Doctor Shrinkers when 
with our specially 
pared fluids, give 
proper fit to shoes 
fit large around the 
slip at the heel, or gap 
the sides. Any fullness 
wrinkles in leather or f 
ric are easily shrank 
out harm. 


Special combination offer $32.50 (flu 
included in above prices). 


Send your order or write for detail info 


E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, 








Johnson-Stephens & Shinkle 
Earns $2.05 per Share 


St. Louis, Mo.—Johnson-Stephens & 
Shinkle’s preliminary figures on earn 
ings for the fiscal year ending Novem- 
ber 30th show a net income of $226; 
875, equal to $2.05 per share. This 
compares with net income of $219,020 
for the preceding fiscal year. Income 
and excess profits taxes for the two 
years were $449,259 and $317,301, re 
spectively. 





—here's how to get 
More Business! 


HE Vincent Edwards Idea Clipping 
Service has over 2,000 satisfied user. 
a 


Each order filled according to whet 
ou want; wholesalers usually request 
retail ads; manufacturers usually 

want ads of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least e 
pensive way to keep in touch with what's 
going on. 

Use cou below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of cours. 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service 0 
342 Madison Ave., New York City 


Please tell me more about your seve 
paper ad clipping service and special 
short term tria’ fr. 














Boot and Shoe Recordet 





is « 


P 
‘aor f HE NAME THAT 


Fd 


FIRS) % sells more thau 


iginal 


HRINKERg feams up with the NAMES of ex 


Jer type deviee 
ree 
% 


COMFORT 


~ 


SPecially 
fluids, give 
t to shoes 


round the ' 


he heel, or 

~ Any fullness 
in leather or 
asily shrank 

. 


r $32.50 (fy 


letail informat 


ER CO. 


ana polis, 

i 
hinkle 

re 


Stephens 
-S On earn 
ng Novem. 
© of $226. 
are, This 
f $219,029 
r. Income 
r the two 
17,301, re 





a 


pert shoe fitters from : 


Coast to Coast . assuring discriminating men of = 


aciion the complete Satisfaction of skillfully styled PIDGEONS 
shoes plus SOLID COMFORT .|. . rs 
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THERE'S 


uality 


During this wartime period, 
more ers than ever be- 
ag ge that eA pays 
to qua rt quality in 
children's .. iota bation 
foot health, improved walking 
habits, longer wear and more 
satisfactory service. 


Dr. Posner's Scientific Shoes 
have been sold on a quality 
basis for more than 56 years. 


Experience with high grade 
children's shoes will lead moth- 
ers, in peacetime, too, to in- 
sist on Dr. Posner's Shoes. 


This Spring, as in past years, 
you will find these shoes ad- 
vertised in 


GOOD HOUSEKEEPING 
PARENT'S MAGAZINE 

CHILD LIFE 

LADIES’ HOME JOURNAL 
WOMAN'S HOME COMPANION 


The good will being built for this 
valuable brand name is sure to be 
reflected in your post-war sales. 
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